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HE man next door 

will be in a posi- 
tion to complain 
about the noise of 
the lawn mower 
within a few short 
weeks, You will have 
sold the grass seeds 
and it will be ready 
for cutting. Read 
“Going Down the 
Lawn, Lawn Trail,” 


page 53. 
xR 


EVERY ruralist is 

from Missouri and 
it is up to you to 
show him before he 
buys. Hereisastorv 
about a hardware 
dealer who _ illumin- 
ated his own store 
and sold lighting 
plants in that way. 
It’s practical. On 


page 55. 


P in Canada our 
Northern friends 
are not behind us in 
window displays, as 
will be readily seen 
by the story by Ern- 
est Dench on page 60. 
Here are many excel- 
lent ideas that you 
can use in your own 
store. 
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HE best idea that 

we have run ina 
year is not an exag- 
geration on “Playing 
the Devil with the 
Lamp Sales,” page 
63. It is an idea that 
should be used in 
every town in the 
whole United States. 


IVE pages of New 

Goods and Novel- 
ties this issue. That 
is certainly giving 
the reader a large 
choice of goods to 
stock this spring. You 
will find just what 
you have been look- 
ing for this week. 


x 


N IGHT mention the 
Automobile <Ac- 
cessory number that 
will be out April 21. 
It will be the bright- 
est issue we have had 
ina long time and we 
confess that will be 
going quite consider- 
able. Look for it. 
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Private Garage Owners Want This Set 


It is not unusual that the large majority of private garage owners should turn to the 
National No. 805 Garage Door Set as the best and most logical buy. 


This is positively the easiest working garage door set made. A simple push opens 
the doors, a slight pull closes them. Yet they are as absolutely secure and weather- 
tight when closed as your own front door. 


Other advantages which stimulate the sale are an adjustable feature which prevents 
sagging, the sturdy construction throughout, the handsome finish and the attractive 
appearance which lends an air of distinction to the garage. 


You are familiar with all these features and the many others. Acquaint your customer with them. Point 
them out to the interested prospect. 





And back your sales talk with ample stocks. Remember we supply the dealer direct. 























— National Mfg. Co.— 


STERLING, ILL. 




















lardware 








Volume 107 


New York, March 31, 1921 





Going Down the 
Lawn, Lawn Trail 


The Hardware 


Starts a Lawn Mower Club 
with Considerable Success 


By FRANK FARRINGTON 


DROPPED into Fred Dean’s 
| hardware store on the way up- 
town the other afternoon and 
for a wonder Fred himself was not 
busy. It isn’t very often you find 
him sitting at his desk taking it 
easy. He is too anxious to suc- 
ceed. 
“Got everything coming your way 
so you can loaf a little?” I asked. 
“Nope, not as bad as that, but I 
just thought I’d smoke a good cigar 
and think over a little scheme I’m 
working up in my head. And while 
I was thinking about this scheme I 
thought of a little jingle, too. It 
goes like this,” and Fred picked up 
a slip of paper from the desk and 
read: 


“Every little patch of green, 
Every little lawn, 
Means some_ business 

glean 
Before the summer’s gone.” 


you can 


“Why not ‘Means more trade for 
Freddie Dean’?” I asked. 

“Well, that’s what it amounts to 
at that,” he admitted. 


“T’ve made 








Dealer 


up my mind that everybody in this 
town who’s got a little grass grow- 
ing around their house has got to 
come in and buy something from 
me this summer to take care of the 
lawn. Now listen to one scheme I’ve 
thought up.”  . 

“Shoot,” I commanded, taking a 
chair and lighting the cigar Fred 
gave me. 

“I’m going to start a lawn mower 
club first. I may start several of 
them if I can get enough members.” 

“Meet and mow lawns and have 
a banquet after each meeting?” 

“Nothing like that. Buy lawn 
mowers. Twenty-five members, 
each paying me a dollar a week. A 
$25 lawn mower to go to each mem- 
ber and each member to pay for 25 
weeks. At the end of the first week 
I deliver 2 lawn mowers and 2 every 
week thereafter until every mem- 
ber has one. You see the mowers 
will be half paid up when they go 
out and every member signs a con- 
tract to pay the full 25 weeks or I 
can take back the mower.” 

“Sounds perfectly simple,” I ad- 
mitted. 


They’ll Buy Better Machines 
“And works simply perfect,” Fred 


“added, “at least I can’t see why it 


won’t. I know I can land some fel- 
lows in that way for $25 mowers 
who would never get around to buy 
a $15 machine if they had to pay 
the whole shot at one time. Now, I 
can handle as many of those clubs 
as I can get members for, and if 
the scheme works out, you’ll see me 
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selling washing machines and may- 
be a lot of other things on the club 


plan later. But that ain’t all.” 

“Got another poem?” I quizzed 
him. 

“Nix. I’m a one poem man. 
You’ve heard my magnum opus or 
opal or whatever it is. But I’ve got 
some other plans for making money 
out of all the lawns in town. 

“I’m sending out one of the boys 
every day when we aren’t too busy 
to spare him and he comes back 
with the street numbers and names 
when he can get them, of all the 
places where he can find that they 
have an outside water faucet they 
could fasten a hose to. When I 
get this list’all in, I’m going to send 
them all a letter like this,” and Fred 
pulled a letter out of a file marked 
“Advertising Suggestions.” I read 
the letter. It was about like this, 
as near as I can recall: 

Dear Elm Street: You 
have an outdoor faucet already 
for attaching hose to water your 
lawn. 


For $ 


224 





you can get 10 feet of 


hose and a handsome revolving 
sprinkler that gives a rain like 
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shower in beautiful form. You 
can have the hose longer by pay- 
ing $ a foot for additional 
length. 

On request we will bring hose 
and sprinkler and connect it up 
and leave it for an afternoon on 
approval. 

If you already — the hose, 
be sure to get one of our new 
Rain-Like Sprinklers, the kind 
that make the grass grow and 
give an ornamental spray. $ 








“I’m going to address the letter 
just to the street and number, I 
think, unless I change my mind and 
put in names where I have them. 
Seems to me, though, that it would 
be a novelty to use numbers in- 
stead of names and maybe would 
attract more attention.” 

“That letter, beginning . with 
‘Dear Elm Street’ is going to be 
read. I would bet on that,” said I. 

“Another thing I’m going to do 
is to get some lawn fence orders. 
The boy that’s getting the house 
numbers for lawn sprinklers is list- 
ing the places where they might use 
lawn fences in some form or other, 
any place where an ornamental iron 
or wire fencing would fit it. I'll 
send these folks a letter, too. I'll 


read you what I’ve got drafted so. 


far: 

Dear 345 Main Street.—Do you 
want to know the newest fash- 
ions in fences? 

Will you come in and let us 
show you samples of a lot of 
handsome new designs in orna- 
mental lawn and garden fences? 

A fence used to be merely 
something to keep intruders out 
or to keep something else in. 

~ Now you can accomplish all that 
with a fence and still have the 
fence add a touch of attractive- 


GREAT SCOTT! 


INBOOR GRASS 
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ness to your place. 

You can buy a foot or a mile 
of any of the different designs 
we have, and you can look them 
over without it costing you a 
cent. We shall be glad to esti- 
mate the cost of fencing your 
yard, measure it and make a 
price, if you wish, but this places 
you under no obligation to buy. 

Come in and see the fence de- 
signs, anyway. 

“How is that fence?” I 
asked. ‘ 


much 


Selling the Fences 


“Now, that is where salesman- 
ship comes in,” said Fred. “I'll 
take you into our fence department 
and show you what we have and 
while you look them over I shall find 
out what you want to use the fence 
for and how much of it you think 
you need and by the time you get 
through looking I am going: to know 
about what I can do with you and 
the chances are I shall sell you 
enough fence to go around your lot 
once and maybe twice. Come on 
and see how I work it.” 

I arose and followed him, but be- 
fore we got to the fence corner he 


-board partition 


(4 \ WASHING a 
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led me into a little inclosed space or 
department with a six-foot beaver- 
around it. This 
space had a gravel path through the 
middle from the door to the back, 
and on each side, I’ll be “ding- 
swizzeled” if he didn’t have a per- 
fectly good green lawn of honest- 
to-goodness grass, or something 
that had come up thick and green. 

“How do you like my lawn?” he 
asked. 

“Great,” I replied, as I took in 
the idea. There was everything for 
the lawn hung on the walls—hose, 
sprinklers, lawn mowers, sickles, 
edge trimmers, border mowers, 
grass shears, and I don’t know what 
all. Each item hung on a peg by 
itself with something about it 
printed on a card above it, and the 
price there. There was just one 
sample of a kind. 

“This is where I get ’em interest- 
ed,” said Fred. “I bring folks in 
here to see my lawn and they want 
to know how I did it. That gives me 
a great chance on a lawn seed talk. 
and I bring in all about rollers and 
mowers and every other thing they 
might need. I get ’em interested 
and talking about their lawn ex- 
periences and then if I can’t make 
a sale, it’s because they don’t need 
anything in my line. It was easy 
enough to make the lawn. We made 
the two spaces, each side of the 
path, about 6 inches deep and the 
floor is tight enough so no water 
will get through. We wet it often 
but never enough to harm the floor 
underneath. Of course the place 
was closed up during the making. 

“You didn’t see the sign in the 
window, did you, ‘Visit our sample 
lawn and see how it’s done’? I’m 
getting out a mailing card asking 
people to come and see how we 
raised a lawn indoors and beat the 
floor covering dealer out of a sale. 
I’m giving it kind of circusy adver- 
tising just to attract attention. You 
see, it isn’t the lawn we’re trying 
(Continued on page 86) 


1 HAVE JOINED 
FRED DEANS 
































Selling the Farmers Electric Lights 
Farm Lighting Plants Will Be the Big Stepping 


Stone for the Sale of All Electrical Equipment That 
You Now Have Stocked in Your Hardware Store 


HE farmer-customer can walk 
TT into the average hardware 

store and find innumerable 
objects on display before his eyes. 
Tools, door hinges, lanterns and on 
down the list. Often he sees some- 
thing that suggests to his mind the 
need of such an article on his farm. 


By ALEX G. CRUIKSHANK 


hardware dealers who sell farm 
light and power by looking around 
their stores cannot go very far 
without an exasperated realization 
that what he seeks is exceedingly 
difficult to find. Only in exceptional 
cases will he find the farm light and 
power department of the business 


the farms. And no more important 
and essential thing can be accom- 
plished by any man. 


The Best Way to Display Them 


There is no line of goods that the 
hardware merchant carries that can 
be arranged on display to better ad- 
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The hardware store that was lighted by the aid of a farm lighting plant, and the demonstration sold many machines 


That is the purpose of all display in 
a store. 

Most hardware dealers are busi- 
ness men and make a conscious ef- 
fort to let people know something 
of the nature of their vocation. 
This is almost the universal rule. 

Almost, but not quite. There is 
one article for sale by many deal- 
ers, which, as far as display goes, 
is conspicuous by its absence in 
many places. This is the farm 


light and power plant and its ac- 
cessories, 
One who starts out to locate the 





to customers 


occupying a conspicuous place with 
the other wares on display. 

Now this is not as it should be. 
The hardware dealer who has been 
fortunate enough to secure a deal- 
ership for some good light and 
power plant, should consider it as 
important as any other line of his 
business. The business of selling 
farm light and power in his town, 
if he only knows it, will have more 
to do during the coming years than 
any other line in effecting the all 
important result of keeping men 
and women and boys and girls on 
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vantage than the farm light and 
power plant and accessories. Let 
me describe one hardware store I 
know of and what this man accom- 
plished from an excellent display 
arranged at an opportune time: 
This man carried a stock equal to 
any hardware store in a town of 
probably 5000 or more inhabitants. 


He had a good farm trade. His 
store was well arranged and well 
lighted, receiving power from a 


small electric power plant located 
on the other side of the river from 
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The machine does not take up much room 


It was during the severe weather 
of last winter that a storm broke 
down the wires crossing the river 
and left the business section of the 
town in darkness. The many storms 
had made outside work difficult and 
a labor shortage added to the delay 
of repairs. The business houses 
struggled for a week with oil lamps 
from 4 till 9 p. m. 

The second day of the “darkness” 
Jones—that’s not his real name, but 
we will call him that—was asked by 
his son, a boy of eighteen, if he 
couldn’t try an experiment to re- 
lieve the lightless—for the oil lamps 
were worthless—store. 

“Sure. Do anything you want as 
long as you get light. What’s the 
“bright’ idea?” 

“Well, you know you have a farm 
lighting plant covered up in the 
store room and all the accessories 
you stocked are out there. Just 
turn over the farm light and: power 
department to me for one month on 
a commission basis. If I get any- 
wheres then we’ll make a regular 
deal. Give me about 10 ft. sq. in the 
left front part of the store and also 
the show window on that side,” 
said the son. 

“What crazy idea have you got in 
your head now, wanting the front 
of the store?” 

“Take a chance on my idea and 
say yes,” replied the son with a 
smile. 

“Go ahead. As long as you don’t 
burn the place down or wreck the 
building I’ll not say a word. As 
for any deals, you show me results 
in any department and you can have 
anything you want,” said the father. 
He left town that morning to at- 
tend to some matters in the city. 

When he returned that night he 


walked down the main street to his 
store, looking forward with little 
pleasure to several hours in practi- 
cal darkness. As he neared his 
place of business he stopped short. 
A small town crowd was collected 
around the front. The store was 
fairly blazing with light. For the 
minute he thought it must be a fire 
that was drawing the crowd. Then 
he hurried down and in the front 
door. Several farmers were busy 
talking to his son. Every light was 
burning and in the corner, near the 
front of the store, the farm light 
and power plant was chugging 
away. The exhaust was piped out 
through the wall and no smell, 
smoke or, in fact, any noise to speak 
of was forthcoming. 


On the counter were several 
slices of freshly toasted bread, 
alongside of an electric ‘toaster. 


The window was filled with acces- 
sories for the 32-volt plant, vacuum 
cleaners, churns, separators and 
what-not. A large placard an- 
nounced that the entire store was 
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being lighted by the small compact 
outfit in the front of the store. 

The son was showing the farm- 
ers how the batteries kept the lights 
going when the engine was not run- 
ning and how when he attached sev- 
eral articles on the line the load 
became greater and the engine auto- 
matically started up to take care of 
the extra work. Then as he cut 
down the load and the batteries be; 
came charged back to their maxi- 
mum, the engine stopped itself. 

“Well I’ll be darned,” was all he 
could say. 

“Say, Pop, will you take care of 
Mr. Peterson and explain the plant 
to him. I’ll have to go back in the 
office to get Mr. Johnson’s order 
signed up. Just take care of him 
until I come back and then I'll re- 
lieve you,” said the son as he walked 
to the back of the store. 

“Well I’ll be darned all over 
again. Looks like we had a new 
manager in this old shack,” and 
with a smile he turned to take care 
of the other interested prospect. 

To make a long story short that 
week of darkness and the son’s live 
wire mind sold just eight electric 
lighting plants and innumerable ac- 
cessories. You can bet your boots 
that the demonstration outfit stayed 
right were it was “put” from that 
day on, and to-day the son is mak- 
ing more than a good many men of 
older years, selling light and power 
outfits and their accessories. He 
now has a small water system out- 
fit working alongside of the plant. 

With the idea in mind that this 
young man had, any hardware 
dealer can attract a lot of atten- 
tion. Make your plant do jobs in 
your store. Get service out of it 
and by doing so it will do 50 per 
cent of the work in “selling” the 
prospective customer. 


























The batteries and the motor are always working for you 
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Congress Plans Revenue Revision Campaign 


Sales Tax Again Looms Up—Will Repeal Excess Profits Tax 





National Chamber of Commerce Outlines Atlantic City Meeting 


WASHINGTON, March 28, 1921. 

“YOLLOWING a hundred kaleidos- 

copic changes, including more 

than one  right-about-face, the 
Congressional leaders have finally 
agreed with President Harding upon 
a program of tariff and internal reve- 
nue revision. Work is to be begun at 
once and will probably be well advanced 
when the special session of Congress 
meets on April 11, pursuant to the 
President’s proclamation published 
during the past week. 

Experienced observers of congres- 
sional matters will not be surprised 
should some changes be made in the 
order in which the various features of 
the revenue revision program are to be 
considered, but it is believed that, in 
the main, the schedule as accepted by 
the President will be adhered to. There 
is absolute harmony between the lead- 
ers of the House and Senate and the 
Chief Executive, and, as it is a moral 
certainty that whatever measures Con- 
gress may pass will be signed by the 
President, there is every reason why 
the work of the special session should 
proceed under a full head of steam. 


Sales Tax Bobs Up Again 


The fact that a retail sales tax as a 
method of raising revenue is now loom- 
ing up more impressively than at any 
time since it was first broached should 
not be overlooked by the merchants of 
the country. There is much to be said 
on both sides of the subject and the 
advocates and opponents of this taxing 
device are apparently camped in Wash- 
ington for the summer. 

The general program adopted by Con- 
gress and the President may be briefly 
outlined as follows: 





By W. L. CROUNSE 


1. The so-called farmers’ relief tariff 
bill, vetoed by President Wilson in the 
closing hours of the last Congress, is 
to be repassed without the dotting of 
an “i” or the crossing of a “t.” 

A good, stiff anti-dumping bill, 
modeled on the Canadian statute, will 
be enacted as speedily as possible to 
prevent the leading industrial nations 
from dumping on the American mar- 
ket their surplus products to be sold 
for what they will bring. 


New Method of Calculating Duties 


3. The present customs administra- 
tive law, under which imported mes- 
chandise is invoiced for the assessment 
of duty in accordance with the foreign 
market value of the goods in usual 
wholesale quantities on date of ship- 
ment, is to be amended by the substi- 
tution of the domestic market value of 
the goods on date of importation. This 
will prevent undervaluation through 
the use of arbitrary foreign prices, and 
will largely offset the depreciation of 
foreign exchange. 

4. A comprehensive bill revising all 
the schedules of the Underwood-Sim- 
mons tariff law will constitute the 
backbone of the revision program and 
will probably keep Congress in Wash- 
ington until the frost kills the flowers 
in the parks. 

5. Last, but not least, there will be 
a general overhauling of the internal 
revenue laws including the repeal of the 
excess profits tax and the possible sub- 
stitution of some form of sales tax to 
make up for the loss of revenue. 


An Ambitious Program 


This is so ambitious a program and 
will involve so much contemporaneous 
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work in both houses and by all the well 
equipped leaders that it may well oc- 
cupy our national legislators until 
snow flies. Nobody has any thought of 
going away from Washington before 
November, and it is quite possible that 
the special session may merge into the 
regular session which, under the Con- 


stitution, will assemble December 5, 
next. 
The first item in the revision pro- 


gram promises to prove no great task. 
The Fordney farmers’ relief tariff bill 
will be taken up just where President 
Wilson threw it down, and, as it has 
been exhaustively debated in both 
houses, gag rule is likely to be invoked 
to hasten its passage. 

It contains a number of objectionable 
features and will undoubtedly increase 
the cost of living, but any attempt at 
change in any part must result in bury- 
ing it under a deluge of amendments; 
hence, the leaders are determined to 
jam it through without modification. 
It is now proposed that it shall re- 
main in force but six months, this peri- 
od being fixed in the hope that it will 
expedite the final enactment of a per- 
manent revision of the Underwood- 
Simmons law. 

Will Imitate Canada 

A carefully guarded anti-dumping 
bill, the second item on the program, 
is greatly needed for the protection of 


American industry. This is admitted 
even by low-tariff advocates. 
A well-established domestic indus- 


try can stand up under normal for- 
eign competition with a moderate pro- 
tective tariff, but no industry can com- 
pete with foreign rivals who have large 
quantities of surplus products which 
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they are willing to sell for a song. 
Canada found this out a long time ago 
and the Canadian manufacturers have 
been adequately protected for a good 
many years by a law which will serve 
as the model for the bill upon which 
Chairman Fordney and his colleagues 
are now working. 

One of the hardest nuts to crack in 
devising reasonable protective measures 
is the condition of foreign exchange 
which the third measure on the revision 
program is designed to take care of. 
It doesn’t make much difference how 
high the ad valorem duty may be on a 
product made in Germany if the Ger- 
man importer is permitted to invoice 
it in marks worth only a cent and a 
half apiece, as compared with a norma] 
value of 24 cents. 

Even a genuine Chinese wall would 
afford no protection against such com- 
petition. But the plan of the Congres- 
sional leaders will put an end to such 
undervaluations, and will command the 
support of all domestic industries the 
products of which have the benefit of 
ad valorem or compound duties. 


Assessing Duties on Cutlery 


The substitution of domestic market 
value for foreign value as the basis 
of the importers’ invoices will do the 
trick in most cases. This can be shown 
by a simple illustration involving the 
importation of German cutlery. 

Pocket knives valued at more than 
$1.00 per dozen pay a duty of 55 per- 
centum ad valorem, which is much 
above the average rate of the Under- 
wood-Simmons law. This duty, how- 
ever, becomes insignificant if the goods 
are invoiced in the depreciated mark, 
hence the necessity of the amendment 
proposed by the ways and means leaders. 

Under the new law, the amount of 
duty to be paid on an importation of 
pocket knives will not be predicated 
upon their cost in Germany, but upon 
the market value in the United States 
of goods of the same kind and quality. 
Of course, the importer will still enjoy 
the advantage of the low price at which 
he purchases the goods, but he will not 
have the additional advantage of being 
able to predicate his duty upon that 
low price. 


No More Tariff Hearings 


There will be no further hearings on 
the general bill providing a comprehen- 
sive revision of the Underwood-Sim- 
mons tariff law. The Ways and Means 
Committee has before it several thick 
volumes embracing the printed steno- 
graphic report of the hearings held at 
the last session of Congress, and there 
would seem to be no necessity for tak- 
ing further testimony. In view of the 
demoralized condition of the leading in- 
dustries of Europe, the committee will 
continue to gather information as to 
foreign costs of production, labor con- 
ditions, etc., but this work will be 


largely delegated to the United States 
Tariff Commission and will not inter- 
fere will the rapid preparation of the 
new tariff bill. 

Already a number of subcommittees 
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have been appointed to handle the de- 
tails of the several schedules. Schedule 
C, which covers metals, has been as- 
signed to a subcommittee composed of 
Representative Tilson of Connecticut, 
chairman, and Representatives Mott of 
New York and Timberlake of Colorado. 
These men are thoroughly familiar 
with the metal industries, including the 
mining of iron ore, lead, zinc, etc. 


Last But Not Least 


While the revision of the internal 
revenue taxes has been put at the end 
of the program, its importance is not 
intended to be minimized and, from the 
standpoint of the average retail mer- 
chant, this subject is the most inter- 
esting feature of the entire revision 
project. Here is where the sales tax 
comes in—if it does come in—so keep 
your eyes peeled for developments in 
this connection. 

There have been no hearings in 
either house of business men directly 
interested in the internal revenue laws. 
Certain treasury officials and a num- 
ber of economists and bankers have 
given their views to the Ways and 
Means Committee, but the taxpayers 
themselves have had no opportunity to 
go before the House or Senate. 

With a view to hastening the entire 
program, the Senate Finance Committee 
is planning to take up the subject of 
internal revenue revision at an early 
date, and will give limited hearings to 
all parties who have a substantial in- 
terest in any phase of the existing tax 
laws. Already a number of bills of 
a more or less tentative character have 
been prepared by prominent members 
of the Senate Committee, and while no 
attempt will be made to pass any in- 
ternal revenue revision through the 
Senate until after the House has con- 
sidered the subject—the Constitution 
making it obligatory upon the House 
to initiate all revenue legislation—a 
great deal of time may be saved by 
having the details of the various in- 
ternal revenue projects discussed be- 
fore Senator Penrose and his colleagues 
before they have been acted upon by 
the Ways and Means Committee. 


Smoot Boosts Sales Tax 


Senator Smoot of Utah, a member 
of the Old Guard, and one of the best 
informed men in Congress concerning 
the condition of the country at large 
and the real needs of the various sec- 
tions, is framing a bill for a sales tax 
at the coming session, and will be the 
champion of this method of raising rev- 
enue. Mr. Smoot has not yet made pub- 
lic the text of his measure, hence no 
authoritative statement can be made 
as to the exact form his project will 
take. There are as many different sys- 
tems of sales tax under discussion in 
the House and Senate as there are 
members of the Ways and Means and 
Finance Committees, which is going 
some. 

The form of tax which appears to 
have the largest number of champions 
at this time involves a levy of one per 
cent of the retail sales of all establish- 
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ments doing a monthly business in ex- 
cess of a very moderate sum. This 
would be an exceedingly simple method 
of raising revenue, and would cost less 
to operate than any other plan thus 
far suggested. 

Under this system, a retail merchant 
would send a monthly check to his local 
collector of internal revenue for one 
per cent of his gross sales during the 
preceding thirty days. He would re- 
coup himself, not by raising the price 
of all his merchandise one per cent, 
which would be impracticable in the 
case of articles of trifling value, but 
by the adoption of certain discrimi- 
natory increases on certain commodities 
that could stand it. Thus staple arti- 
cles sold in sharp competition and in 
small quantity would bear no part of 
the tax, but increases ranging up to 5 
per cent, or even higher, would be made 
in the prices of expensive articles of a 
more or less luxurious character. 


Retailers Would Not Be Hampered 


Emphasis is put upon the fact that 
each merchant would be able to ar- 
range his own schedule of increased 
prices, so as to get his money back with 
the least interference with the opera- 
tion of his business. This plan, it is 
urged, would be much more flexible than 
a hard-and-fast tax of one per cent on 
everything sold, which would discrimi- 
nate against articles of small value, in 
addition to completely wrecking any 
system-.of round prices. 

Next in popularity to the sales tax 
which I have described, is the turnover 
tax which is being urged here by econo- 
mists and financiers rather than busi- 
ness men. This tax would involve the 
levying of a small impost of about one- 
third of one per cent on the sale of 
every class of goods, from raw material 
to finished product, whenever same 
changed hands. 

Thus, the producers of coal, lime- 
stone and iron ore would impose this 
tax when selling these materials to the 
iron founder who in turn would collect 
it on the pig iron sent to the steel 
works. Steel rails and other finished 
products would pay another tax when 
sold to the ultimate consumer. 

There are two strong objections to 
the turnover tax. One of them is the 
fact that it would be difficult to police 
so many producers. The other is that 
it would be pyramided— almost indefi- 
nitely in some cases—and would all 
have to come out of the consumer in 
the end. 

If no form of sales tax is adopted it 
will probably be because the champions 
of the two plans I have outlined will 
become involved in a Kilkenny cat 
fizht, with the result that the leaders 
wiil abandon the entire project. 


National Chamber’s Atlantic City 
Meeting 

The ninth annual meeting of the 
Chamber of Commerce of the United 
States, to be held in Atlantic City 
April 27-29, will have a sledge-hammer 
slogan. It is as follows: 

“IN THE PUBLIC 
MORE BUSINESS METHODS 


INTEREST, 
IN 
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GOVERNMENT AND LESS GOV- 
ERNMENT MANAGEMENT OF 
BUSINESS.” 

A three days’ discussion based on 
this resounding text by some of the 
most experienced business men in the 
country ought to do some good, 

To facilitate the business of the con- 
vention its members will be divided up 
into groups to which will be assigned 
several score more or less important 
topics. 

When the groups meet to take up the 
subjects of taxation and the tariff each 
group will consider, with relation to 
these questions: Should there be an 
increase in the income tax? Should 
there be a sales tax? Should there be 
a resort to loans? 


Some Tariff Problems 


With regard to tariff policies these 
questions will be gone into: 

1. Should the tariff not be framed 
with due regard to export trade sales 
or the protection of manufacturing in 
the United States? 

2. Should the fact that we are now 
a creditor nation alter our tariff policy 
with respect to protection? 

3. Should the United States tariff 
offer trading or bargaining possibilities 
for international commercial treaties to 
encourage our export trade? 

4, Should the United States tariff be 
liberal in its provisions in view of our 
desire for liberality of tariff on the 
part of other countries? 

Taxation and tariff policies will be 
discussed also at one of the general ses- 
sions of the meeting. 

In the first day of group meetings, 
the group representing domestic distri- 
bution will discuss current price de- 
clines and their effects; constructive 
means for better marketing by pro- 
duce exchanges and boards of trade, 
and methods of merchandising which 
will enable the distributor better to 
meet conditions of financial stringency. 


Contract Cancellations to Be Discussed 


Treatment of wages, contract can- 
cellations, better accounting methods 
and the need of national statistics on 
production will be taken up by the 
group representing fabricated produc- 
tion. The finance group will have be- 
fore it matters connected with the Gov- 
ernment’s fiscal policy, taxation, in- 
cluding the proposed turnover tax, re- 
organization of Government operations 
and the question of the Government’s 
future policy with respect to rediscount 
rates. 

The group on foreign commerce will 
discuss foreign trade matters, includ- 
ing in its program such subjects as 
these—the work of national foreign 
trade conventions, foreign trade work 
of national trade bodies, foreign trade 
work of Chambers of Commerce, for- 
eign trade work of banks, railroads 
and express companies, and the oper- 
ations of foreign trade clubs. The 
aim here is to give an opportunity 
for an interchange of information as to 
the most approved methods of extend- 
ing and prosecuting foreign trade ef- 
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fort. In connection with this group a 
meeting will be held for foreign trade 
organization secretaries. 


Will Debate Government Ownership 


The insurance group will discuss 
among other things: private initiative 
as against state monopoly in insurance; 
insurance as a credit factor and the 


HOW TO MAKE 
MONEY 
We'll tell you many 
ways in our big auto- 
mobile accessory num- 
ber, April 21. It will 
be an achievement sec- 
: ond tonone. Watch for 
it. 


relations between Government and in- 
surance, 

Recent agitation in Congress looking 
to the enactment of legislation which 
would provide for Government manage- 
ment of basic industries will furnish 
the subject for discussion in the natural 
resources production group, where the 
main subject will be the Government’s 
relation to national resources, includ- 
ing lumber, coal, and oil. Another sub- 
ject which will be taken up by this 
group is that of the proper activities 
of trade associations. 

Transportation and communication 
will be considered under two groups; 
the first having to do with shipping, 
and the second, railroad transportation. 
The subjects to be taken up by the 
Shipping Board group are the sale of 
Government-owned ships; the continu- 
ance of the Shipping Board and its 
function as an operating organization 
and differentials in cost of operation 
under various flags. The railroad trans- 
portation group will go into a report 
by the chamber’s railroad committee, 
the present financial situation of the 
railroads in relation to plans for con- 
solidation, and the shippers’ part in rate 
making. 


Export Trade Declining 


Highly significant tendencies were 
developed in our foreign trade during 
the month of February, according to 
official returns of the Department of 
Commerce. A slump in exports was 
accompanied by a lesser decline in im- 
ports, and this downward movement is 
being followed with great interest by 
the officials of the Treasury Depart- 
ment. 

Exports, including $15,694,212 of for- 
eign products, fell in February 26 per 
cent below January, 1921, and to the 
lowest total since the summer of 1918. 
Imports, with exception of January, 
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1921, were lower than since January, 
1919. 

Imports in February showed the 
first reaction to a decline which was 
continuous from June to the end of 
January, in no small measure owing to 
the fall of commodity values. 

Exports, which in the same period 
increased generally in all directions 
outside of Europe, made the second suc- 


cessive decline from $720,852,515 re- 
ported by the Department of Com- 
merce for December. 


At the rate for two months of 1921, 
the commodity export balance of the 
year would exceed the 1919 record by 
more than $390,000,000. 

Imports for January and February 
aggregate only 37 per cent of the ex- 
ports as against 69 per cent for the 
corresponding period of 1920. 

It is evident, however, the conditions 
which depressed import values since 
June, 1920, were not fully felt on the 
export side until February, when the 
export balance fell suddenly from an 
excessive $445,925,776 in January to 
a less excessive $274,785,805. 


McKinney’s New Office 


To take care of its rapidly growing 
Mid-west business, the McKinney Man- 
ufacturing Co., Pittsburgh, will open 
before April 1 a warehouse in Chicago. 
The initial stock will be about ten 
cars of butts and hinges, and all Mid- 
west and Far West, as well as South- 
west shipments will be from the 
Chicago stock. 

The Chicago office after April 1 will 
be in the new Wrigley Building, Mich- 
igan Boulevard, suite 702 being oc- 
cupied. The concern will have more 
room and better office arrangements 
than were possible in the State-Lake 
Building. Frank Koch, manager for 
the Central West, has supervision over 
five travelers, and all of them are re- 
porting satisfactory business from their 
territories. 

The McKinney company hopes to 
save, on the average, a week’s time in 
shipments in this territory as soon as 
the new Chicago warehouse is func- 
tioning. 


With United Electrie Co. 


The United Electric Co., Canton, 
Ohio, has made four additions to its 


executive personnel. Gail Murphy, 
formerly managing director of the 
Cleveland branch of Hoyt’s Service, 


New York, has been made general sales 
supervisor for the Middle West. Engene 
B. Hanson, who is also from the Cleve- 
land office of Hoyt’s Service, has been 
made sales promotion manager. Wil- 
liam J. Tiederman, formerly chief en- 


gineer and factory manager of the 
Tideman Electric Co., Cairo, IIl., is 
now chief engineer, and Edward O. 


Kuendig will be assistant to the man- 
aging director of the factory. He was 
previously connected with Manning, 
Maxwell & Moore, Inc., Bridgeport, 
Conn, 








How They Display Goods in Canada 


Ernest Dench Has Seen Many Windows from One 
End of Canada to the Other and Tells About a Few 
of the Best That He Discovered—Saws Seem Popular 


UR Northern neighbors are 
very progressive in their win- 


dow trimming methods. That 
is the favorable impression gained 
after traveling 7000 miles over the 
Canadian Pacific Railway. The stern- 
est test of the retail merchandising 
progress of a nation is the hardware 
store. Where the windows of these 
stores are badly trimmed, most other 
retail trades are in the dark ages of 
window trimming. 

Hardware show windows, because 
of the multitude of lines carried in 
stock and the difficulty of concentra- 
tion, are probably the hardest to 
dress. 

I was much impressed by the pro- 
gressive hardware stores that I noted 
on stop-overs in numerous cities from 
Montreal to Vancouver. The pick of 
the Canadian window displays per- 
taining to tools are described in de- 
tail below. 

The James Walker Hardware Co. 
Ltd., Montreal, hung four saws from 
the ceiling to about half way down 
in the exact center of the show win- 
dow. The four saws were crossed 
together to form the letter X, they 
being kept in their respective posi- 
tions by steel chains. The floor of 


the window was covered with orange 
crépe paper. Not only did this im- 
part the right note of autumn, but it 
served to relieve the dull greyness of 
the saws. There was a row of saws 
arranged in the form of a semicircle, 
with larger saws placed inside the 
semicircle so formed. Laid across 
the entire back of the trim was one 
two-handled saw. The display was 
completed by an_ orange-covered 
beaver board at the side, which was 
devoted to such smaller tools as 
chisels and hammers. Several of 
each kind of tool were exhibited in 
graduating sizes. 


Saws Used as Background 


The portion of the builders’ hard- 
ware window arranged by Beauvecis 
Fréres, Montreal, that calls for 
praiseworthy comment was the top 
rear half. This was covered with 
latticework painted with a lavish 
coat of metallic silver paint. Saws 
were attached to the latticework in 
rows of three, with builders’ trowels 
placed in between. 

Purvis Brothers, Sudbury, Ont., 
achieved a well-balanced display with 
two-handled saws and hatchets. The 
display had the special element of 


timeliness, for being located in a ter- 
ritory where the winters are some- 
what severe, a healthy-looking wood- 
pile in one’s backyard is an import- 
ant consideration with the approach 
of winter. Across the front of the 
window, supported on a low oak ped- 
estal placed at each end, was a two- 
handled saw. Sufficient space was 
left at each far front side for a small 
pedestal, such as the kind used by 
shoe stores. On each pedestal a 
single hatchet was placed, additional 
hatchets being scattered here and 
there on the floor. Some of the 
hatchets were nailed to the back- 
ground. In a few instances only the 
hatchets’ handles were exhibited, the 
missing steel heads being laid near 
the handles. 

Emson’s Hardware, Medicine Hat, 
Alta., had a display of tools that was 
marked by one attention-compelling 
feature. This feature took the form 
of an ordinary saw, which was hung 
down the middle of the window glass. 
Painted in black letters on the grey 
steel blade were the following words: 
“Emson’s Hardware.” 

Charles A. Streilinger & Co., Ltd., 
Windsor, Ont., furnished an excel- 
lent propaganda window for their 
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Murphy Brothers, Galesburg, Ill., has an example of an excellent window display idea for kitchen necessities 
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town, 


electro-magnetic hammer. At the 
back was an old-fashioned drill ma- 
chine, with an explanatory card laid 
in front of it. The card had the fol- 
lowing to say on the subject: 

“How' much does it cost you 
per hole to pay a man for drill- 
ing concrete with these? 

“Let the Electro Magnetic 
Hammer earn money for you. 
Used for drilling stone, concrete, 
brick, ete. Pays for itself on 
the first job. 

“Round holes. Any lamp 
socket. 110 DC. or 110 AC. 25 
or 60 cycles. Positive control. 

“A Star Drill goes through a 
ten-inch concrete wall in 8 to 10 
minutes. 2000 blows. If you 
drill concrete you need this.” 

One of the electro magnetic ham- 
mers was laid in front, backed up by 
a sample of its effective work at the 
side. The test sample was a thick 
piece of concrete, with a clean-cut 
hole bored all the way through. 


Singling Tools Out for Attention 


Ashdowns, Winnipeg, Man., have 
successfully solved the problem of 
displaying all kinds of tools in the 
one show window. Each kind of tool 
is neatly set out on an oval red cloth- 
covered board, supported on an easel. 
Sufficient space is left between each 





Here is a good idea for any merchant. 


exhibit in order, to prevent over- 
crowding. There is a descriptive 
oval-shaped white card reclining in 
the middle of each oval board. Some 
of the selling points advanced by 
these cards were as follows: 


“Tools for Electricians.” 
“Wrenches for All Purposes.” 
“Fine Mechanics’ Tools.” 
“Plumb Quality Nail Hammers.’ 
“Disston Saws for Service.” 
“Sharpening Stones for All Pur- 
poses.” 
“Folding Rules in All Sizes.” 


Lathams, Moose Jaw, Sask., cov- 
ered their window background with 
black and white checkerboard crépe 
paper. Laid over the paper was a 
covering of white cheesecloth. Divid- 
ing the background at each side near 
the middle was a rose curtain-like 
effect, produced with crépe paper. 
The curtains were bunched in the 
center with a band of. white crepe 
paper arranged in the form of a 
rosette. Occupying the left section 
were leather work gloves hung in 
rows. The right section was de- 
voted to narrow strips of leather 
belting, each piece being fully out- 
stretched from end to end. Into the 
center section went several rows of 
spanners and wrenches in graduating 
sizes. The tools were bordered com- 


’ 


|. Tying up with the title of some popular movie that is being shown in the 
“Something to Think About” helped one merchant sell safety razors 


pletely with strips of narrow leather 
belting. The floor was covered with 
white cheesecloth, over which other 
tools were laid at intervals apart, 
with not a single trace of overcrowd- 
edness. 


The Permanently Paneled Window 


The M. Phillan Hardware Co., 
Montreal, utilized their permanently 
paneled window background to seg- 
regate different lines of hardware, 
especially tools. Each panel was sep- 
arated from the other by a white- 
painted strip, while each square panel 
was covered with rose plush. Each 
panel was about two feet wide by two 
feet long. In the first square were 
paint brushes, in the second square 
were rulers, in the third panel were 
locks, in the fourth were cat and dog 
collars. The window floor was 
trimmed with three shelves on the 
platform principle, each shelf being 
devoted to cutlery of all kinds and 
covered with blue crépe paper. 

The Aikenhead Hardware Com- 
pany, Toronto, Ont., had a nicely ar- 
ranged tool window. Hung on the 
glass doors at the back was the fol- 
lowing framed sign: 

“We enjoy the distinction of being 
known as Canada’s leading Tool 
House, owing to our assortment of 


(Continued on page 86) 
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“THE RIGHT SLANT ON 
CONDITIONS” 


Newark, N. J., March 15, 1921. 
Editor HARDWARE AGE, 
New York, N. Y. 
Dear Sir:— 

I have read with a great deal of in- 
terest the editorial “The Making of 
Good Times,” which appeared in your 
issue of February 24th, and would be 
very glad if you could send me about 
twenty or twenty-five reprints for dis- 
tribution among our salesmen. 

Personally, I believe that the so- 
called hard times, we are having at 
present, is due largely to our state of 
mind. We hear “tight money,” “slow 
buying,” “stocked up,” etc., etc., on 
every hand and like back yard, over 
the fence gossip, the really common- 
place every day conditions are magni- 
fied to enormous proportions. 

The truth of the matter is that busi- 
ness should be even better now than 
ever before. People still wear shoes, go 
to the theatres, eat pork and beans, 
paint their houses, use carpet tacks, 
and brush their teeth. 

The live retailer, who can see these 
facts and keep them firmly in mind, 
need have no fear of the humbug that 
is being passed out by a few weak sis- 
ters 


HARDWARE AGE certainly has_ the 
right slant on present conditions. Go 


to it! 
Very truly yours, 
RUBBERSET COMPANY, 
Per ; 
P. F. Eichhorn, 
Sales Manager. 
LIKES “SOULE TONIC” 
Los ANGELES, CAL, 
Feb. 28, 1921. 
Editor HARDWARE AGE, 
New York City. 

Dear Sir: While Assistant Secretary 
of the Hardware Merchants’ Syndicate 
of Los Angeles your magazine became 
almost as essential to me as the after- 
dinner smoke. Now that I have severed 
my connection with that wonderful 
proposition to get into a wholesale 
hardware business of my own (in a 
small way) I find that a little “Soule 
tonic” will be beneficial, so please use 
the enclosed prescription blank and 
send me three dollars worth at inter- 
vals for the coming year.—Respect- 
fully, 

R. D. PAYNE. 


APPRECIATE SERVICE 
Merkel, Tex., March 15, 1921. 
Editor HARDWARE AGE, 
New York, N. Y. 
Dear Sir: 

Reading the letter of Arthur H. Van 
Voris, in your issue of March 10, re- 
minds us of this instance: 

The other day one of our local den- 
tists, who has an inventive knack, asked 
us to furnish him with the name and 
address of a firm where he could get 
certain metal plates stamped. We 
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knew of no such firm; so picking up a 
copy of “HARDWARE AGE” we gave him 
your address with the request to put 
the proposition up to you. 

We are informed by the dentist that 
you very promptly furnished him the 
information desired. And, as Mr. Van 
Voris says, “Everybody’s happy.” 

Please accept our thanks for the 
courtesy extended to one not of the pro- 
fession. 

y truly, 
EST COMPANY, 
By Jas. H. West. 


Yours v 
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WATCH FOR THIS J 


On April 21 HArRpD- 
= WARE AGE will issue the 
= annual automobile ac- 
5 cessory number. This 
year it will contain 
ideas from all parts of 
the country for hard- : 
2 ware dealers. 
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STULL LLU LLU OULU LACE 


THE BUSINESS OUTLOOK 
IN DENVER 


The business outlook is reassur- 
ing. 

There are now so many favorable 
factors at work that a gradual im- 
provement, it seems to me, is immi- 
nent. The wild orgy of spending is 
rapidly disappearing. The tendency 
is toward thrift and greater produc- 
tivity. One of the brightest spots 
on the commercial horizon is the bet- 
ter spirit manifested by the average 
employee. The almost absolute loss 
of loyalty during the war had a most 
disastrous effect, and has been block- 
ing every step of progress toward 
normalcy. 

Confidence will make business good 
for 1921. 

FRANK A. BARE, 
President. 
Tritch Hardware Co., Denver, Col. 





OUR EDITORIALS 


Des MoINEs, Iowa, 
March 10, 1921. 
Editor HARDWARE AGE, 
New York City. 

Dear Sir: We greatly appreciate 
your sending us the reprint of edi- 
torials dealing with the vital subjects 
of the hour, and congratulate you on 
the excellency of these productions by 
men who know the subject and are able 
to place it intelligently before your 
eyes.—Yours very truly, 

Success HEATER & MFG. Co. 
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SELLING CHEESE CLOTH 


Schenectady, N. Y., March 19, 1921. 


Editor HARDWARE AGE, 

New York, N. Y. 
Dear Sir: 

A man asked me this evening, if | 
sell cheese cloth. I told him no. I 
think hardware stores ought to carry 
cheese cloth in stock, because hardware 
dealers sell many things on which di- 
rections say “Use cheese cloth for pol- 
ishing, rubbing, etc.” Why not get iz 
touch with manufacturers of cheese 
cloth and get advertisements from 
them that will “stir up” jobbers of 
hardware to buy cheese cloth, so that 
jobbers in turn will drum up the hard- 
ware dealers to buy cheese cloth from 
them? 

I asked a woman as to the price per 
yard of cheese cloth, and she said she 
remembers she could buy it at 3 cents 
per yard previous to the war. 

In war time it jumped to 15 cents per 
yard, and she thinks cheese cloth is 
now sold for 8 cents per yard. 

If you look into this matter you may 
possibly be of service to the hardware 
man, the cotton man and the Harp- 
WARE AGE man. 

JAMES F. GANNON. 


News of Manufacturers 


A. H. Vayo, long identified with the 
Symms-Brownell Co., Sioux Falls, 
S. D., has just been elevated to the 
vice-presidency and general sales man- 
agership of the concern. The Wess 
spark plug is the company’s chief 
product. Mr. Vayo remains head of 
the A. H. Vago & Co., 1100 State-Lake 
Building, Chicago, a concern which 
markets the Wess plug, Cleveland auto- 
matic water still and various other 
hardware lines. 


The Gill Manufacturing Co., Chi- 
cago, manufacturer of Gill One-piece 
Piston Rings, has opened branch offices 
in the following cities: Albany, N. Y., 
228 Washington Avenue; Albuquerque, 
N. M., 706 W. Central Avenue; Buffalo, 
N. Y., 1032 Main Street; Des Moines, 
Iowa, 1301 Locust Street; Hartford, 
Conn., 349 Trumbull Street, and Syra- 
cuse, N. Y., 402 Grape Street, making 
a total of 39 factory branches through 
which Gill Piston Rings are distributed 
to the trade. 





The Ashland Tire & Rubber Co., Ash- 
land, Ohio, has announced the opening 
of its factory, comprising four build- 
ings—a main building, a power house, 
electrical building and a storage and 
reclaiming plant. The buildings are 
fitted throughout with modern equip- 
ment and are all built on improved fire 
prevention lines. The factory is now 
ready for production of 100 tires a day. 
As an increasing demand warrants the 
working force will be augmented and 
production increased. The company was 
organized eighteen months ago. 


















of Electric Globes 


“Light” Touch Brought Business 


enjoying a noonday lunch at 

their club. Conversation and 
laughter make a hubbub that no or- 
dinary noise could put a dent in. 

Unnoticed, a master pianist sits 
serenely and with dignity at a grand 
piano. Then deftly his fingers sweep 
the keys in a soft, sweet interpreta- 
tion of the Chopin Nocturne in F. 

Does the conversation stop? Do 
the occupied minds of the diners 
turn as one man to listen? They do 
not. 

But suppose one of the waiters 
stubs his pet corn and dashes a tray- 
ful of dishes onto the floor with a 
crash that rivals the noise of a Kan- 
sas cyclone, does the accident get at- 
tention? Most assuredly. 

Window trimmers, here is a 
thought for your active minds: ‘Do- 
ing the usual thing in trimming 
windows and doing the unusual 
bring vastly different results.” It 
is often desirable to make a noise 
with a novelty window. 


\ GROUP of business men are 


Playing the Devil 
with the Lamp Sales 


The “Sparkling” Idea That Ray H. Poore, 
Gary, Ind., Put to Use and Sold $2,000 Worth 


in 


Two Weeks— His 


Imagine a window in a hardware 
store of a city of 55,334 population 
that sold over $2,000 worth of elec- 
tric lamps in two weeks’ time! You 
do not need to imagine it for it’s a 
fact. The Peoples Hardware Co., 
Gary, Ind., turned the trick recently 
with a window that takes front rank 
with super-novelties. 

Ray H. Poore, the originator of 
the idea, tells the story of the $2,000 
window. He says: 

“T chose the character of Mephisto 
and a full-dress suit so I could wear 
gloves to cover my fingers. I wired 
myself from copper plates, on my 
shoes, to my finger tips and wore 
metallic plates on the thumb and 
forefinger of each hand. Copper 
plates on the floor of the window 
were charged. Then, as I walked 
about the window and stepped on 
these floor plates I had only to close 
the circuit by pressing the thumb 
and forefinger against the lamp 
socket and the bulb was illuminated. 

“A portion of a wire element was 











similarly used, and from it I lighted 
cigars, etc. As I walked about the 
window I pointed to display cards 
that told the story of convenience 
and usefulness of electric bulbs.” 
Some of the cards written and used 


by Mr. Poore are produced with this 
article. They tell the merits of the 
new white tipless- lamp. Other 
cards showed other lamps’ special 
advantages. 

“A freak lamp fourteen inches 


long and a 500-Watt lamp were used 


-in the demonstration,” Mr. Poore 
told HARDWARE AGE. “Between light- 
ing the lamps, the cigar, etce., | 


pointed to the cards. This Mephisto 
feature was used two nights each 
week for two weeks and drew crowds 
that overflowed the sidewalks. Lamp 
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WitiCt! LOOKS AS WELL AT NIGHT 

FOR JACK iS TAKING HOME WITH HIM 
A BOX OF BETTER LIGHT 
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Here is Jack with the finishing touches for the house he built. 


It is lighted with powerful lamps. 





This was the 


window used by the People’s Hardware Co., Gary, Ind. 
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sales started with the first night of 
the display and kept up daily in 
greater volume than we had ever be- 
fore had. At the close of the two 
weeks our lamp business continued 
good. We must have made hundreds 
of new customers.” 

The general scheme of the window 
was “The House That Jack Built.” 
Trees in the immediate foreground 
were painted black, while the cut- 
outs of rocks were in deep and light 
greens. Just a few lamps were 
scattered about the window floor and 
the general floor ground represented 
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The Jingles Are Remembered 

Gary newspapers, realizing the real 
news value of the extremely clever 
window, gave it a conspicuous no- 
tice and this helped swell the crowds. 
Many Gary residents came down 
town with the single intent of “fig- 
uring out” how a man could light 
powerful lamps and charge heating 
elements with electricity by simply 
picking them up in his hands. Few 
if any of the spectators figured out 
the mechanics of the feature, ai- 
though the seeming riddle grew al- 
most as popular in Gary as the “how 




















Mr. Poore in his satanic role lights an arc lamp with his thumb 


glass. This was made of green con- 
fetti, and it covered the copper 
plates, with the charged electricity, 
from the observing eyes of the spec- 
tator. But, of course, it did not in- 
terfére with completing the circuit 
for the stunt of lighting the lamps, 
etc. : 

The cut-out of Jack stood 81% 
feet high. The house was painted 
with an orange roof and cream body, 
trimmed in black. The windows 
were cut away and covered with 
tracing cloth through which shone 
the light of five 50-watt white 
mazda lamps. 


old is Ann?” wheeze became a few 
years ago. 

The jingle, “This is the house that 
Jack built, which looks as well at 
night, for Jack is taking home with 
him a box of better light,” stuck in 
the mind because it was different. 
Hundreds of window cards say, 
“Make your home as bright as day 
when night falls with Mazda lamps,” 
and the reader forgets this card as 
soon as he reads it, but the jingle 
about Jack and his house sticks in 
the mind. And it’s the things that 
stick that count in advertising. 

“Buy by the box” was emphasized 
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in the advertising and store talk dur- 
ing the conspicuously successful 
drive on lamps. The city salesmen 
reported inquiries and contracts with 
manufacturers and other large users 
as the result, quite largely, of the 
novel window, while store sales had 
an unthought-of impetus. 

Lamps are sold, as are thousands 
of other home-making articles in 
hardware. stores. Big sales are put 
over by using big ideas, like the 
novelty Gary window. 


Helping Them to Sell 


Through the salesman’s mind is 
usually running the query, “How can 
I make them buy?” He ought to be 
thinking instead: “How can I help 
them sell?” 

Many of the salesman’s troubles are 
due to his thinking about the differ- 
ences between him and his prospects, 
rather than the similarities. 

The salesman sells—the dealer buys. 
The salesman is a traveling employee 
—the dealer is a stationary propri- 
etor. 

It is the business of both retailer 
and salesman to sell. They are both 
traveling. In both cases their _in- 
comes depend on their volume of sales. 

In reality, dealers are the sales- 
man’s assistants. The clerks are sec- 
ond assistant salesmen. Advertising 
signs and the like are also assistants. 
When a salesman begins to look upon 
his job in this way, he isn’t apt to 
find much to complain about in the 
opportunities and possibilities of his 
territory. 

In every small town and village 
there are assistant salesmen on whom 
you have never called. Or maybe 
you called without making them buy. 
Get the idea that they ‘are your as- 
sistant salesmen and show them how 
you can help them sell. 

Remember displays, window trims, 
disposition of stock on the floors. Ob- 
serve the method employed by the 
most succesful dealers on whom you 
call. Figure out ways to improve 
these displays and methods and tnen 
tell other dealers how they may cash 
in on the same things. 

“A big surprise to me,” said an en- 
terprising dealer recently, “is the neg- 
lect of salesmen to appreciate the op- 
portunity of raising standards of re- 
tailing in the lines they sell. The aver- 
age salesman who talks with me calls 
on not less than 250 other retailers. 
He CAN bring me profitable pointers 
from the more progressive stores. He 
CAN tell some of the less progressive 
dealers about my methods. I am al- 
ways ready to talk to salesmen who 
have ideas for selling the customer as 
well as selling me. I prefer to buy 
from houses who send out salesmen 
with such information.” 

It pays to recognize in the pres- 
ence of dealers other salesmen who 
are just as eager as ourselves for in- 
formation which will help them to 
make more sales—Allith Bulletin. 
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GOOD BUSINESS 


OOD business, as viewed from the standpoint of the individual, is not always synony- 
mous with good times. Likewise, poor business does not necessarily signify that 
times are bad. 


q There is always a certain percentage of merchants whose business develops and ex- 
pands when business conditions in general are unfavorable. So, too, there are others 
whose business fails to show growth and profit even under the most favorable of general 
conditions. 

q It is natural to assume, therefore, that if business as a whole could be endowed with 
the personality, the effort and the methods of the generally successful merchants, hard 
times periods would become exceedingly rare and of short duration, while good business 
would be the general rule. 

gq But just what is meant by good business? Certainly good business is not exemplified 
in the accumulating of large profits during abnormally favorable periods, with subsequent 
heavy losses whenever unfavorable conditions appear. Good business is something more 
stable than this. 


q As a matter of fact, good business is a trade parlance with two very distinct mean- 
ings. To some merchants, good business means only the immediate results of merchan- 
dising. If their store records show a fair profit for any given period they say: “Business 
is good.”” A month later they may, with equal fervor, say: ‘Business is bad.” 

q To others, good business is not so much the immediate result, but rather the means to 
an end. If certain methods and systems tend toward continuous business growth and profit, 
then these methods and systems are termed good business. 

q In the final analysis good business must be judged by the results—profits, good will, 
credit, prestige. 

q A retail merchant may, for a certain time and under certain conditions, make a profit 
despite the use of poor business methods, but that is not an example of good business. No 
building is stronger than the foundation upon which it rests. Business built upon improper 
methods, inferior merchandise, or poor service will eventually fall. No business can be 
designated as good business unless it will stand the test of time. 

q During the war and the attendant inflation period the hardware business, in common 
with many other lines of trade, prospered. Money was plentiful and the public spent it 
freely. There was much buying, but very little real selling. 

q Without profiteering—in many cases without salesmanship or special effort — some- 
times without the employment of even ordinarily sound business methods, hardware mer- 
chants in general made money. 

q Now, however, conditions are vastly different. We still have our basic wealth, but 
the distribution is not exactly the same. Reckless, inconsiderate buying has practically 
ceased. People still buy their wants and needs, but they insist on the merchant doing his 
part by selling the goods. Incidentally, many of the systems and methods in vogue two 
years ago are showing a decided weakness under the present strain. 

q The next two years will tell the story—will enable you to say definitely whether yours 
has been good business or not. The past belongs to the past, but the future is yours. There 
is still time to make a poor business good, and a good business better. 

q Analyze your store and your business and let your analysis cover both methods and 
results. Then plan and work to keep on the eventual continuous profit track. 

§ Put your house in order. Know the details of your business. Pay promptly and 
collect with equal promptness and regularity. Study merchandise arrangement and display, 
and, above all, train your employees to serve and to sell. 

q Stand at your store door and listen to the comments of those who come out. What you 
hear will indicate your present condition and your future prospects. 

4 Good business for you is what you make it. 
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Show Card 


HE knack of lettering is much 
more easily accomplished with 
the aid of a regular lettering 

pen than with the brush, and many 
a beginner has found this to be true 
with his first experience at learning 
show-card writing. One reason is 
that the pens are made of strong, 
hard steel in ten or more different 
sizes which make a uniform stroke. 
It is only a matter of selecting a pen 


W riting 
By JOSEPH BERTRAM JOWITT 


is accomplished by gradually press- 
ing on brush until the hairs are 
spread out to the desired thickness. 
Not so with the lettering pen, as 
they require no pressure if the de- 
sired size is used. Of course, it is 
possible to make a smaller size pen 
do the work of a larger size by using 
pressure, but this is a dangerous 
operation, as the pen is likely to 
break and spoil the show card. New 





for the Begimner 


same upon receipt of a _ request. 

The same ink used for brush work 
will also do for pen lettering if 
thinned to the proper consistency by 
adding only a few drops of water 
every time the ink appears to be get- 
ting thick. A small bottle with a 
cork slit down the side, or a foun- 
tain-pen filler is about the safest 
thing to use for this purpose. 

In shape, these lettering pens re- 
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Various size tickets that can be made artistically and effectively by the application of simple arrangement and 


the exact size or width of the strokes 
you wish to make. Of course, the 
pen is only intended for price tickets 
and small descriptive matter on 
show cards, for letters larger than 
1% inches high the best results are 
to be obtained with the Red Sable 
lettering brush. 

The greatest difficulty the average 
beginner experiences in his first at- 
tempt with the brush, is in keeping 
each stroke of uniform width. This 


-be purchased 


strokes 


pens may be made more pliable by 
holding them in the flame of a 
lighted match for a few seconds, 
thus removing the temper. These 
round writing or lettering pens may 
in most stationery 
stores as they are a “Made in 
America” product. HARDWARE AGE 


will be glad to furnish the names of 
manufacturers making these pens or 
to give the nearest addresses of 
show-card supply houses handling 
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semble the ordinary stub writing 
pen point with these differences: 
The points are very much “stubbier” 
or broader as they are solely in- 
tended for engrossing or single- 
stroke lettering. The points are cut 
on a slight angle so when the tip 
end of pen rests squarely on the 
paper the handle of pen will be at an 
angle of about 45 degrees, which is 
the proper position to hold pen when 
lettering. The stroke movements 
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ettering, 


ABCDEFGHIJKLMNOP PQR 
STUVWXYZ abcdefghiyklmn 


ND Son 


abcdefghijklmnopqrsttuvwwxy3z& 


NO 5 <) 
Use a 


PRACTICE 
these Strokes ~ 


pen ts very hundy for small lettering on Price tickels: de. - 
a NO4 for very small lettering 


11223°3 44 5566677588990 


MN=SOCESS 


S10 H'll 


Here is the single stroke alphabet and the manner in which it is made 


are all downward, and from left to 
right (as the arrows indicate). The 
pen should never be pushed upward 
because it is sure to catch in the 
paper and spoil the work. There is 
an indentation in the center of each 
pen which acts as a reservoir and 
holds sufficient ink to write several 
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words, this renders frequent dipping 
in the ink bottle unnecessary. 


When Pen Lettering Is Used 

Pen lettering constitutes a very 
important part in writing small price 
tickets, and all show cards that re- 
quire a large amount of descriptive 


Coes 
‘Key-Model 


Wrench 


his big powerful 
wrench always fits, 
no matter whether 
the nut is new or old, 
ratrifle small, 
Shere’s nO Slip Lo its yrep 


All of this 
work on 
these two 
cards was 
done with 
a pen, not 
a brush 


reading matter, this work may be 
executed in one-half the time with 
the pen than it would require to do 
the same amount of lettering with 
the brush. 

The beginner is asked to study the 
different size price tickets on the 
ecard with the black background, 
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these are standard sizes, and may be 
cut from a full sheet of cardboard, 
which is 22 x 28 inches, without 
leaving any waste. 

A very good way to practice pen 
lettering is to procure an ordinary 
composition book, one which has 
smooth paper and ruled lines, have 
the alphabet in front of you and try 
to make each line of letters a little 
more perfect than the last one.. 

Another excellent way to become 
familiar with the different strokes 
forming each letter is to trace over 
each letter of alphabet shown here- 
with with a new pen before dipping 
it into the ink bottle. 


How to Handle the Pen 


The pen handle is held in exactly 
the same way as the lettering brush, 
keeping the fingers well down on the 
brush handle. This enables the 
worker to obtain a better purchase 
and control every stroke made. All 
the heavy strokes are made with the 
full width of pen point, and the fine 
or light strokes are made by turn- 
ing the pen sideways and keeping 
pen handle straight upright. 

Before attempting to copy any of 
the letters in the upper or lower 
case the beginner should become 
familiar with all the strokes com- 
posing these letters. These practice 
strokes are shown at the bottom of 
the alphabet plate. 

The many different size standard 
Price Tickets shown in illustration 
are explained in the following man- 
ner: 

The card on which they are dis- 
played is called a “full-sheet.” It 
measures 22 x 28 inches, and may be 


cut into the following sizes and 
quantities without leaving any 
waste: 


8 cards cut 7x11 inches. 

16 cards cut 514x7 inches. 
32 cards cut 314x5'% inches. 
64 cards cut 234x314 inches. 
128 cards cut 134x234 inches. 
256 cards cut 134x134 inches. 

With these six different sizes, 
which may be used either upright or 
landscape, there is no necessity of 
cutting odd sizes, which would only 
leave waste cardboard to be thrown 
away. 

In the lower righthand corner of 
alphabet plate you will notice an 
idea invented for saving time in rul- 
ing lines on price tickets. This is 
called a “Mask” or cutout, and when 
a dozen or more show cards or price 
tickets are required this system of 
ruling will give them a uniform ap- 
pearance. 

To obtain the best results with the 
lettering pen it is best to select a 
dull-finish cardboard, or what .is 
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called uncoated stock, one which has 
a slight absorbing tendency. This 
will prevent any spreading or blur- 
ring of the ink. 

The single-stroke show card Ro- 
man alphabet shown herewith is con- 
sidered the easiest to read of all 
types. It is therefore the most prac- 
tical for general commercial pur- 
poses. 

This department is always pleased 
to answer any question pertaining 
to these series that our readers may 
want to know. 

Beginners should remember that 
the best brushes and pens are abso- 
lutely necessary to obtain the best 
results. : 


Coming Hardware 
Conventions 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Del- 
heart, Tex. 


HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., May 11, 12, 13, 1921. Hotel 
headquarters, Marlborough - Blenheim. 
F. D. Mitchell, secretary-treasurer, 
4106 Woolworth Building, New York 
City. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, Atlantic City, 
N. J., May 11, 12, 13, 1921. Hotel head- 
quarters, Marlborough-Blenheim. John 


Donnan, secretary-treasurer, Rich- 
mond, Va. 
OLD GUARD SOUTHERN HARDWARE 


SALESMEN’S ASSOCIATION CONVENTION, 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J.. May 12, 1921. R. P. Boyd, 
secretary-treasurer, Knoxville, Tenn. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

METAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION CONVENTION, 
Hotel Cleveland, Cleveland, Ohio, June 
3 and 4, 1921. George A. Fernley, sec- 
retary, 505 Arch Street, Philadelphia, 
Pa. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Great Southern Hotel, Gulfport, June 
14, 15, 16, 1921. E. R. Gross, secre- 
tary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Louisville, Ky., 
June 20, 21, 22, 23, 1921. Headquar- 
ters, Seelbach Hotel. Herbert P. 
Sheets, secretary, Argos, Ind. 
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TRADE NOTES 


The American Ever Ready Works, 
Long Island City, N. Y., entertained 
seventy-five Pittsburgh jobbers, their 
executives and buyers at a business re- 
vival dinner at the William Penn Hotel, 
Pittsburgh, on Feb. 24. H. S. Schott, 
Ever Ready’s Eastern sales manager, 
presided. Speakers for the evening 
were F, A. Wilson-Lawrenceson, vice- 
president; Emmett Moore, sales man- 
ager, and Marquis Regan, marketing 
counsel, 





H. L. Eichelberger, formerly adver- 
tising manager for the Franklin Motor 
Co., Syracuse, has been made advertis- 
ing manager for the Syracuse Washing 
Machine Corp., Syracuse, N.Y. He suc- 
ceeds- Raymond Marsh, who was for- 
merly secretary of the Washing Ma- 
chine Manufacturers Association. Mr. 
Marsh will assume the duties of sales 
manager for the Syracuse Washing 
Machine Corp. 





The Utility Mfg. Co., Baltimore, 
Md., has established an office and sam- 
ple display room at 102 Chambers St., 
New York. W. G. Kohlman will be in 
charge of the branch. It is planned to 
have on view a complete display of 
kitchen wire goods. 





O. E. Draudt is the new general sales 
manager of the Cushman Co., Inc., 
Champaign, Ill. Mr. Draudt fills the 
vacancy caused by the resignation of 
Mr. Richtmyre, who has taken up spe- 
cial sales work for the company. 





John C. Brill Co., New Orleans, La., 
has been appointed district sales repre- 
sentative for the Inland Steel Co., Chi- 


cago. 





The Slaymaker Lock Co., Lancaster, 
Pa., has been reorganized and will be 
conducted: as the Fraim-Slaymaker 
Lock Co., Inc. A Pennsylvania charter 
was issued on March 2, 1921. 





The Philadelphia office of the Cellu- 
loid Zapon Co. is located at 520 Wal- 
nut Street and not at 520 Chestnut 
Street, as was previously stated. 





Butterfield & Co., Derby Line, Vt., 
in connection with the Union Twist 
Drill Co., Athol, Mass., and the S. W. 
Card Mfg. Co., Mansfield, Mass., will 
occupy offices at 62 Reade Street, New 
York. 





The Clark Hardware Co., oldest and 
largest hardware store in Jamestown, 
N. Y., has moved into new quarters. 





Ferdinand E. Cutler, president of the 
Cutler Hardware Co., Waterloo, Iowa, 
died at his home in West Palm Beach, 
Fla. He was seventy-seven years old 
and had been in the hardware business 
for fifty-four years. Mr. Cutler was one 
of Waterloo’s early residents and was 
greatly respected as an honorable mer- 
chant and a worthy citizen. 


















Conductor Hook Back on the 
Market 


The old story of the beaten path to 
the door of the man who made the 
better mousetrap has its present-day 
parallel when trade demand insists 
upon the revival of a product the mak- 
ing of which had been discontinued. 

Along with changes incident to war 
conditions the Vaughan & Bushnell 
Mfg. Co., Chicago, considered its con- 
ductor hook as somewhat out of its 
line of development and accordingly 
discontinued making it. Pressure has 
now been brought to bear upon them 
by users to resume its making. 

The manufacture of this utensil, 
which is shown in the cut accompany- 

















V. & B. Conductor Hook 


ing has been resumed. The merits of 
this hook are that it is drop-forged 
and the point is ground down so that it 
can be easily driven into brick or 
cement. Its strength is said to be 
greater than the ordinary malleable or 
cast hook and, being of steel, it will 
not break while being driven. 


Handy Boxwood Extension Rule 


A 6 foot boxwood extension rule de- 
signed particularly for taking inside 
measurements of openings such as 
door, window frames and similar fixed 
points has been added to the line made 
by the Lufkin Rule Co., Saginaw, Mich. 

It is just as useful and handy as 
a common rule for ordinary measuring 
and resembles somewhat the construc- 
tion of a spring joint rule. It is made 
of genuine boxwood in a natural finish. 
The first section of the rule is fitted 
with a graduated brass slide, which 
extends readily but is not loose and 
cannot fall out having an end lock. 
To take an inside measurement open 
the rule to within 6 inches or less of 

















New Lufkin Rule 


the distance between the points. Ex- 
tend the brass slide by the push but- 
ton. By adding the measurement of 


the brass slide to that shown at the 





Many New Articles on the Market 


extreme end of the rule and the correct 
measurement is at hand. The exten- 
sion slide is also very useful for meas- 
uring the depth of a mortise. 

Many other uses will be known to 
carpenters, architects, building inspec- 
tors, contractors and mechanical 
workers. 

Attractive Cabinet Washer 

The Laundry Queen Cabinet Electric 
Washer is made by the Grinnell Wash- 
ing Machine Company, Grinnell, lowa. 

One of its distinctive features is the 
drop-head wringer, made of highly pol- 
ished aluminum, which sinks silently 
into the cabinet and out of sight when 
not in use. A slight touch brings it 
to working height again. The wringer 
swings to any position, with the rolls 
turning either way, and on top of it 
is an electric light which insures a 
plentiful supply of light always over 
the work. Being of the automatic- 
safety type, a mere touch on the small 
lever at the side causes top roll to 
jump away from lower and a simple 


with the general color scheme of old 
ivory and silver, slightly relieved by 
the delicate tints in the tracery of the 
panels, 


Electric Waffle Iron 

A new electric waffle iron has been 
placed upon the market by the West- 
inghouse Electric & Manufacturing 
Company, East Pittsburgh, Pa. Sim- 
plicity and ease of operation as well 
as sturdiness are the features of this 
waffle iron. 

The opening of the iron is accom- 
plished by simply pulling down the 
handle of the iron, and the closing is 
accomplished by raising the handle. 
The waffle iron has a highly polished 




















Laundry Queen Electric Washer 


downward pressure on upper half of 
wringer restores compression instantly. 

The oscillating washer is made of 
heavy, tin-lined copper with an unusu- 
ally large capacity, allowing an ordi- 
nary family washing to be handled at 
one time without danger of over-load- 
ing. With every movement of the 
oscillator a double cascade of water 
surges through the clothes in a perfect 
reversed curve. When movement 
ceases, opening of clothes container is 
always uppermost. 

The nickeled corner columns of the 
cabinet lend an impression of strength 
and sturdiness, yet blend harmoniously 
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Electric Iron 


Westinghouse 


Waffle 
finish and equipped with a 
switch and tray. 

The cable is furnished with a plug 
that will fit any standard electric light 
socket. 


through 


Positive Force Feed Oilers 

A line of positive forced feed oilers 
is offered the hardware trade by Gus- 
tave Lidseen, 830 South Central Ave- 
nue, Chicago, IIl. 

The chief point of difference be- 
tween the Lidseen oiler and the com- 
mon type of oil can is the large open- 
ing for filling and the connection be- 
tween the spout and bowl, which is 
made by curved flanges that do away 
with locking threads, making the joint 
wear proof and exceptionally tight. 

It said that mechanics will be 
quick to appreciate the simple yet ef- 
fective mechanism of the Lidseen oiler, 
Because of the forced’ feed action of 
the oil the spout cannot become clogged 
if dirt comes from the outside. There 
are no gaskets in the barrel of the 


is 

















Showing Locking, Filling and Operating 
Features of Lidseen Oilers 


spout. The operator has full control 
over the flow of lubricant, regulating it 
from a drop to full flow by manipula- 
tion of the lever at the base of the 
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spout. Instead of pressing the bottom 
of the can the lever causes the oil flow. 
The index finger is generally used for 
this control. 

By inverting the oiler and allowing 
the oil to flow in the spout the same 
may be trapped by pulling the lever 
half way down and holding the lever in 
this position, uprighting the can and 
then finish by pulling down the lever. 
This oiler will oil overhead and in 
other dffiicult places that often require 
a heavy pump oiler. 

These oilers are made of drawn steel 
and are furnished with either a gun 
metal or copper plated finish. They 
are made with 5% and 9% inch spouts 
and with can of capacities for % and % 
pints, respectively. 


Portable Electric Grinder 


The Wodack Portable Electric 
Grinder is a very handy tool made by 














Grinder 


Wodack Portable 


Electric 


the Wodack Electric Tool Corp., 25 
South Jefferson Street, Chicago, IIl. 

It is designed for smoothing down 
castings and for buffing and polishing. 
The motor is completely inclosed, with 
self-oiling bearings. It has chrome 
steel gears, heat treated. The motor is 
fan cooled and of special Wodack de- 
sign. Ten feet of extra heavy flexible 
cord and one grinder wheel are fur- 
nished with each Wodack grinder. 

The motor can be used on either 
direct or alternating current and auto- 
matically stops when not in use, as the 
current contact functions through a 
spring lever in the handle which is 
released as soon as the operator’s grip 
is removed. 

The grinder is made in three sizes. 


Solid Joint Combination Pliers 

Mayhew Steel Products, Inc., 291 
Broadway, New York, has placed on 
the market their new patented Solid 
Joint Combination Pliers. _ As sug- 

















Mayhew Pliers 


gested by the name, the “solid joint” 
is an integral part of one of the forg- 
ings of this plier and is locked to the 
other forging in a manner that renders 
the plier practically indestructible. By 
this construction they are enabled to 
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harden and temper the joint in the same 
degree as the balance of the plier, 
gieatly increasing its durability, This 
joint, which consists of only two pieces 
of metal working together, gives im- 
mense leverage and affords the advan- 
tage of a more powerful grip than is 
possible to obtain from any other type 
of plier. 

The solid joint feature has also re- 
sulted in the development of the wire 
cutter to its maximum degree and will 
snap off the stiffest wire with compara- 
tively slight pressure. The general de- 
sign of this plier affords an extraordi- 
nary large jaw capacity. The flat grip- 
ping portion of the jaw is diagonally 
milled,-insuring the firmest hold under 
all circumstances. Length of jaw and 
a flat nose permit this plier to be used 
in places which the ordinary plier will 
not take. 

This new plier is manufactured of 
the highest grade of special plier steel, 
properly hardened and tempered, care- 
fully machined, fitted and fully guar- 
anteed. 


Radius Lathe and Planer Tool 

A time and money saving radius cut- 
ting tool for lathes, planers, and shapers 
has just been placed on the market by 





Smith Lathe and Planer Tool 


Use 
in Set 


In Actual 
Parts Included 


Tpper 
Lower- 


the R. G. Smith Tool & Manufacturing 
Company, Newark, N. J. 

With this tool, when a machinist 
wants to turn a %-in. radius, whether 
convex or concave, he simply inserts a 
standard %-in. cutter in the holder 
and immediately proceeds to do the job 
accurately. Without this tool, as is 
well-known to all machinists, the usual 
practice is to make a special tool for 
each individual job. A %-in. convex 
tool is made, for example, is used on 
a job and if it survives the job it is 
lost or thrown away because such tools 
are not designed for being reground. 
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To regrind a tool of the usual make 
requires nearly as much time as to 


make a new one. Besides these tools 
are not made accurately. Or, the 
machinist decides to turn the round or 
groove directly on the work itself by 
the “cut and try” method, using tools 
of various shapes for the operation 
varying all the way from a diamond 
point to-a rat tail file. Usually the 
result is not accurate. 

As shown in the lower half of the 
accompanying illustration there are a 
number of cutters in each set varying 
all the way from 1/16-in. to 1-in. con- 
vex and concave. Each set also con- 
tains a 60 degree cutter for cutting 
threads. Also a cutting-off tool. 

The other half of the illustration 
shows one of the convex cutters in use 
on a lathe, 

Each set includes the patented holder 
shown in the illustration, the standard 
shank size of which is %-in. by 1\%-in. 
by 6%-in. The operator simply inserts 
the shank of the cutter into the large 
opening of the holder and then clamps 
it firmly in place by means of the 
clamp and lock screw. A wrench also 
accompanies each set. The cutters, 
holder and wrench are neatly mounted 
so that they can be kept in an orderly 
manner, 

These tools are sold in sets, or, if the 
purchaser prefers he can select his own 
cutters and make up his own set for 
his special needs. Where desired the 
manufacturers will miake special cut- 
ters or holders for the purchaser. 


Tool for Lathe Work 

The Red-E: spring thread cutter has 
been added to the line made by the 
Ready Tool Co., Bridgeport, Conn. It 
incorporates the old goose neck prin- 
ciple for the purpose of eliminating 
chatter and enables the operator to cut 
smoother threads on all lathe work. 

This tool incorporates the old goose 

















Red-E Spring Thread Tool 


neck principle, for the purpose of 
eliminating chatter, and to enable the 
operator to cut smooth threads on all 
lathe work. 

The cutter is held at an angle of 15 
degrees, and the side angles are ac- 
curately ground so as to cut a perfect 
60 degree thread. Cutter, being held 
on the left side of the holder, enables 
the operator to work close up to a 
shoulder. The spring allows threaded 


work to be finished as nicely as with 
carbon cutters, and only high speed 
cutters are required, and threading can 
be done at high speeds, and at the 
same time get perfectly smooth work. 

Notched teeth are cut in the back 


























March 31, 1921 





of the cutter, and in the front of the 
dog, the two being clamped together, 
with a bolt holding the dog to the tool 
holder, which overcomes any possi- 
bility of the cutter slipping. 

An auxiliary spring, with set screw 
is incorporated in the holder, and by 
increasing the pressure on same, heavy 
pitches, such as four, six, and eight, 
can be cut just as smoothly as the 
finer ones, in which latter case, the 
auxiliary spring is released. 

The top surface of cutter only is re- 
quired to be ground, enabling the tool 
to be used by inexperienced mechanics, 
and still get a perfect thread. 

A Woodruff Key in the bottom, over- 
comes any tendency to side thrust. 

“Vv” Cutters as well as U. S. Stand- 
ard pitches and chasers, are carried in 
stock, so that immediate delivery can 
be made. 

This tool has been thoroughly tested 
out, and the work shown by same, is 
excellent. 

Made in right hand offsets, size % 
x 1 x 7-in. 


Sanitary Water Cooler 


Pure water for drinking purposes is 
a necessity in every place of business 





ie 


ta 














Rolae Water Cooler Ready for Use 


—this is an undisputed fact. Pure 
spring water or filtered water with ice 
will not come to the consumer clean 
and without contamination unless it is 
served from a sanitary container. The 
Rotax water cooler made by the Rotax 
Co., 380 East 133rd Street, New York, 
provides sanitary equipment in this 
connection. 

The Rotax cooler is carefully de- 
signed to be both neat in appearance 
and sure in the delivery of sanitary 
drinking water free from contamina- 
tion from ice air and the unprotected 
portion of the bottle neck. Its outer 


container is made of Armco galvanized 
Iron 


practically rust-proof and non- 
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corroding. The insulation is said to be 
perfect insuring lower ice consumption 
and unusual cooling efficiency. 

To make it an attractive part of the 
office equipment the Rotax is finished 
in white enamel with blue and gold 
striping. It is equipped with a porce- 
lain cooling jar of one gallon capacity, 
but will accommodate a 3 or 5 gallon 


water bottle. Its ice capacity is 25 
pounds. The shipping weight is 35 
pounds. 


Capper Fits All Bottles Without 
Adjustment 


The Arc bottle crowner is a product 
of the R. & W. Sales Co., Waverly, 





Are Bottle Crowner 


N. Y. It is suitable for use on a bot- 
tle of any size and does not require 
adjustment. The user does not have 
to handle the bottle, as the capper’s 
construction provides a clamping ar- 
rangement that enables a hot bottle to 
be capped without discomfort to the 
hands. 

After capping the capper may be 
used as tongs to place the bottle on 
another table or on a shelf. It also 
relieves the strain that sometimes 
causes bottle breakage at the neck, for 
it supports that part. The Are cap- 
per does not require a base other than 
the one the bottle stands on. It may 
be carried to any convenient working 
place. A cap holder is found on the 
under side of the capping lever, which 
is itself built on the proper angle to 
insure a perfect seal. 

This capper is suitable for use in 
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bottling catsups, beverages and sauces. 
It will cap nearly every large size bot- 
tle as well as the smaller styles. 


Pocket Size Keyless Lock 

NoKee lock is as its name implies 
a lock without a key. As it weighs 
but two ounces it may easily be carried 
in the vest pocket ready for emergency 
or utility use. It is very strong and 
well finished, a product of the Expo 
Camera Co., 243 West 23rd Street, 
New York. 

As the illustration 
has four six sided tumblers; each 
tumbler has six letters. If the tum- 
blers are turned so that the proper 
letters are in line the lock may be 
opened—otherwise it is said to be 
impossible to pry the lock open or 
in any other way lessen its efficiency. 
A different combination or sequence 
of letters for opening is given with 
each lock. The proper arrangement of 
the letters enables the user to pull out 
the loop which is notched in four places. 

The NoKee lock would be very useful 
for locking spare tires, bicycles, motor 
cycles, on a- locker or for locking a 
boat to a pier, and in numerous other 
places. 


lock 


shows the 

















NoKee Lock 


Offers Short Cut to’ Computation 


It is said to be a common fallacy 
with those who have not taken a tech- 
nical course to feel that slide rules are 
for the use of technical men only. It 
is the claim of the Hornyak-Kelly Co., 
620 South 5lst Street, Philadelphia, 
Pa., that the Kelkay weight siide rule 
overcomes this feeling because it is 
simple though very accurate. 

With this instrument it is said that 

















Kelkay 


Weight Slide Rule 
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calculations may be made by anyone 
who can read an ordinary measuring 
rule and a knowledge of higher mathe- 
matics is not necessary. Some of the 
features of the Kelkay weight slide rule 
which simplify its operation, particu- 
larly in the computing of weights, are 
that the common fractions are gradu- 
ated where needed instead of decimals; 
the length can be read in feet or inches, 
while thickness and width remain in 
inches; double slide permits two opera- 
tions in one; results read direct, no 
pointing off to decimal points being 
necessary. 

The Kelkay rule was designed to 
meet the requirements of blacksmiths, 
estimators, stockkeepers, auditors, 
foundrymen, patternmakers, and in 
fact everyone whose daily duties in- 
volve the figuring of weights, and with 
its aid considerable time and energy 
are saved. 


Angler Is an Aid to Mechanics 


The Arrow Angler is a pocket device 
designed by Barnes & Irving, Inc., 
Syracuse, N. Y., to eliminate as much 
as possible the necessity of carrying a 
great number of tools to each job. 

With the Arrow Angler and a com- 
mon rule or straight edge and the oper- 
ator has an excellent T square, try 
square, mitre square, center square, 
inside square, depth gauge, scratch 

















Working Position 


Arrow Angler in 
gauge, and a gauge for transferring 
measurements. It may be used to form 
a bevel or any angle, bisect an angle 
even without knowing what degree it 
is, find the center, diameter, radius and 
tangent of any circle. 

It is adjustable in an instant and 
will grip and hold the engaged member 
rigid without in the least defacing the 
finest finished rule, and attaches to any 
width or thickness up to standard. 

The tool is made of non-corrosive 
light weight metal of strong construc- 
tion. 


Breast Drill Has Three Jaw 
Chuck 


A breast drill with a three jaw chuck 
is offered the trade by the Consolidated 
Tool Works, Inc., 261 Broadway, New 
York. 

In general outward appearance it 
differs little from the familiar design 
of breast drills. The chuck is made en- 
tirely from a steel and is extremely 
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simple in design and positive in action. 
It has been made without springs 
thereby eliminating a possible source of 
trouble. All gears have full cut teeth. 
The low speed gear is made of high 
grade steel. The breast plate is ad- 

















Consolidated Breast Drill 


justable to any comfortable right 
angular position. 
controlled by one push pin, permits 
quick changes. The handles are of 
native hard wood stained and polished. 
The extreme length is 18 inches. 

This drill comes packed in individual 
boxes, shipped in cases containing three 
dozen which weigh approximately 230 


pounds. 


Novel Tape Measure Has Many 
Advantages 


The One Man tape is a product of 
the Crogan Mfg. Co., Bangor, Me., and 
is so named because of peculiar con- 
struction which allows one man to do 
measuring that usually requires two 
men. 

It has a right angle corner with a 
catch that will enable the user to place 
the measure on the edge of a board and 
leave it there while he walks to the 
other end. The exact measurement is 
easily read at the top, as the tape is 

















One Man Tape Measure 

numbered to provide for that feature. 
Because of its right angle corner it is 
an aid in measuring across window 


sills and across door sashes, where in- 





The speed change is - 
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side measurements often present diff- 
culty. For measuring the height of a 
door the One Man Tape would be very 
handy; the catch could be put at the 
top and the tape drawn down. 

The tape is made of steel and should 
last indefinitely. 


Toy Built Like Real Telephone 


“Plaphone 600, please!” But it’s a 
number that is always busy, says the 
Gong Bell Mfg. Co., East Hampton, 
Conn., who manufacture a child’s tele- 
phone known as “Plaphone 600.” It’s 
chief feature in general appearance 
is its close resemblance to the “real 
phone” the grown ups use. 

It is a substantial toy, built 8 in. 
high with a base measuring 3% in. 
The wood parts are finely finished in 
rubberoid, and those of metal are 
highly polished nickel plate. The bell 
is an electric stroke, clear toned bell, 
which rings continuously as the re- 
ceiver hook is moved up and down. 

Every child delights in playing tele- 
phone, and this is said to be just the 
toy for little tots, as it is very sturdy 
and will stand abuse. 

Each telephone is packed separately 
in an attractive container. 




















Plaphone 600 


Nozzle Gives Excellent Spray 


The Rainbow Garden Hose Nozzle, 
a product of L. R. Nelson, Peoria, IIl., 
is similar in appearance and works in 
exactly the same way, but the method 
of securing the spray is said to be dif- 
ferent. 

With this nozzle the spray is created 
by an internal spiral which operates 
when the control pin is away from the 
outlet hole. As the control pin is al- 
ways away from the hole while spray- 
ing, it is said that the spray is al- 
ways even and symmetrical, and never 
lop-sided. This non-penetration of the 
control pin through the outlet hole is 
said to be an exclusive feature with 
the Rainbow Nozzle. 

It is built a little larger than the 
average garden hose nozzle and offers 
the user a real healthy handful when 
in use. As the nozzle is built of 
wrought brass, having no cast metal 
parts, there is no chance of leakage 
from sandholes. The packing is made 
from all-wool fibre, no cotton being 
used, so that the life of the packing 
covers many seasons. 
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RECEIVERS FOR STRAUSS 
TOY SHOPS, INC. 


teceivers in equity were appointed 
March 23 by Federal Judge Mayer for 
the Strauss Toy Shops, Inc., and also 
for Ferdinand Strauss, Inc., both of 
7 West Twenty-second Street, New 
York. The two toy concerns were 
merged last January. 

Judge Mayer appointed George W. 
Morgan and Thomas G. Haight re- 
ceivers in equity for the Strauss Toy 
Shops, Inc., under a $10,000 bond. The 
liabilities of the Strauss Toy Shops are 
said to be $260,000 and the assets are 
stated to be $324,000. B. W. B. Brown 
was appointed receiver for the business 
of Ferdinand Strauss, Inc. At the time 
of the merger of the two firms the lia- 
bilities of Ferdinand Strauss, Inc., 
amounted to $230,000 against assets es- 
timated at $300,000. The suit against 
Ferdinand Strauss, Inc., was filed by 
the Bergen County Bank whose claim 
amounts to $6,000 while that against 
the Strauss Toy Shops, Inc., was filed 
by Julius M. Strauss, whose claim 
amounts to $6,270. 

Henry Katz, secretary and _ sales- 
manager of the corporation, stated 
that the business of both concerns 
would continue. The eancellation evil 
he said was largely responsible for the 
present embarrassment of his firm. 
Within a reasonable time he believes it 
will be possible for both concerns to 
have the receivership removed. 





N. Y. Club Election 


Officers and a board of governors 
were elected for the ensuing year at 
the annual meeting of the members 
of the New York Hardware Club, 252 
Broadway, March 24. The newly elect- 
ed officers were as follows: President, 
William A. Graham; vice-president, 
Edard P. Stoughton; treasurer, Alfred 
D. Clinch; secretary, Linus Keating. 

The elected members to serve on the 
board of governors for a term of three 
years: David T. Abercrombie, William 
A, Graham, Charles H. Krueger, Aug- 
ust Pahl, Chester F. S. Whitney. John 
J, Armstrong was elected as a mem- 
ber of the board fer a term of two 
years. 


Rules for Buyers 


1. Be fair. Politeness is cheap. 

2. Don’t be a faultfinder. The whip 
never helped a team of horses when 
they were in the collar. 

3. Don’t call a salesman a liar. If 
he is one it’s sufficient for you to know 
it and you.can cut him off your list. 

4. Don’t haggle over price. Talk 
service instead, and, anyway, this cheap 
stuff breaks easily. 

5. Make friends of the salesmen. 
They are going to talk about you, you 
pe and they might as well be talking 
good. 

6. Be open for suggestions. Nobody 
ever delivered an oration to an oyster. 

7. Make each salesman an asset. 
There’s something in them or they 
wouldn’t be holding their jobs. 
—Southern Pine Association. 
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L. F. Wilson in New Position 
L. F. Wilson, well known in hard- 


ware circles and a member of the Hard- 
ware Club of Chicago, has been made 





L. F. Wilson 
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general manager of the New York office 
of the Beckley-Ralston Co., Inc., Chi- 
cago. He has been a department man- 
ager at Chicago for the past ten years 
and is well versed in the executive 
duties connected with the conducting of 
a branch office. 

The Beckley-Ralston Co. has recently 
purchased the Missouri Auto Specialty 
Co., St. Louis, Mo., and will use the 
former offices of that company as its 
own St. Louis branch. 


Albert Behrend Dead 


Albert Behrend, senior partner of 
Behrend & Rothschild, New York, died 
recently at Atlantic City, N. J. He 
was 60 years old, and had long been a 
resident of Brooklyn. 

Mr. Behrend was a member of the 
Hardware Club of New York and of 
the Unity Club of Brooklyn. He was 
very active in Hebrew welfare societies 
and was a trustee of both the Brooklyn 
Jewish Hospital and the Jewish Aid 
Society. 


The Business Quiz (No. 16) 


Question No. 1—How can you determine the number of times 


per year a retail stock is turned? 


Question No. 2—What is the prime object of a Cost Accounting 


System? 


Question No. 3—What is the meaning of the term “ultra vires”? 
Question No. 4—What is the meaning of the terms, “Quarto,” 


“Octavo”’ and “Duodecimo’’? 
Question No. 5 





Should interest calculated on a note include 


the date of issue and date of maturity? 


Question No. 6—What are known as “sales leads 
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Answer to Business Quiz No. 16 


Answer No. 1—The number of times per year a stock is turning 
may be determined by dividing the year’s sales, figured on the 
cost of the goods, by the average value of the stock on hand during 
the year; thus Sales (at cost), $50,000; Stock, $10,000—turns 
five times. 


Answer No. 2—The prime object of a cost accounting system 
is, (a) to secure the highest state of efficiency in manufacturing; 
(b) to know the exact cost of manufacture; (c) to know for a 
certainty if a business is being conducted along profitable lines; 
(d) to fix a basis upon which it is advantageous to sell. 


Answer No. 3—The term “ultra vires” signifies “beyond its 
power” applying to any act of a corporation beyond those men- 
tioned in its charter. 


’ 


Answer No. 4—A “quarto” is a book in,which each sheet is 
folded into four pages; an octavo, into eight pages; a duodecimo 
into twelve pages. 
4x714, and 16mo., 414x6%. 

Answer No. 5—The law states that the interest shall include 
either the first day or the last day in finding the number of days 
the obligation is to run. 

Answer No. 6—‘“Sales Leads” are items of information about 
people or concerns who are desired as customers that shall aid, 
assist, or inform the salesman desiring to sell the above. 





An 8vo. book is size 6x9 inches. A 12 mo., °* 
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Spring Weather Brings Out Garden Tool Ads—Auto Accessories 
Being Boosted—Retail Ads Now Featuring Poultry Supplies 


Spring Is Here! 


No. 1 (2 cols. x 5 in.) 
Spring, the time of sunshine and 
gladness, is having its effect upon the 








SAY FOLKS!! 











1 Wish You Could Have Been 
With Me the Other Day at 


The Winchester Con- 
vention in Dallas 


If vou could have heard Jack Stevenson and 
Ray Abbott (expelts from the factory) dis- 
vss the manufacturing processes of the new 
WINCHESTER Products, such as Tool, Fish, 
ing Tackle, Skates, Flashlights, Etc.—well, 
had you heard these discussions, Jou would 
ALWAYS DEMAND WINCHESTEK 

PRODUCTS— 

Take WINCHESTER FLASHLIGHTS— 

On the fibre tutuar flashlight cases, the 
new Winchester safety type witch is used 

" rma- 











nsuAlly corredes first at the seam in 
an. Winchester Battered will fit alt 
standard flashlights 





West inghouse-MeCandless Mazda _ Lamps 
nal Winchester Plasblights and 
fo special rigit tetts before 
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5. Enthusiasm in advertising copy. 























hardware admen. The ad experts are 
forgetting about furnaces and snow 
shovels, and, inspired by balmy and 
beneficent breezes, are letting loose a 


Niagara of copy on such popular topics 
as accessories for the old barge, in- 
cubators and supplies for the man in- 
terested in poultry, garden tool sug- 
gestions for the tired business man, 
fishin’ tackle and sundry items one as- 
sociates with beautiful spring. 

Howard’s of Mt. Vernon, N. Y., loses 
no time in coming out with a garden 
tool ad to which the adman, William 
Ludlum, has imparted an _ unusual 
touch, and, we think, after you study 
this ad a bit you’ll want one just like it. 

“Doc” Garden has some great medi- 
cine up his sleeve and the ad doesn’t 
overstate in the least. The best way to 
sell garden tools is to create a desire 
to use them. Hundreds of home owners 
have the necessary gardening space, but 
lack the inspiration to start the work. 
This Howard ad will certainly go a long 
way toward creating a desire to get 
hold of a spading fork and rake. 

Start your garden tool ads now. Gar- 
dening is going to be popular this year, 
and the demand for tools and acces- 
sories is going to be large. The early 
advertiser catches the dollar. ’ 


Another Slant on Garden Tools 


No. 2 (1 col. x 6 in.) 

H. T. Hampton’s (Chickasha, Okla.) 
garden tool ad is a combination of 
prose and poetry. Starting off with a 
ready-made ad, the adman winds up 
with a bit of verse that seems to us 
to be direct to the point and chock-full 
of suggestion. ‘ 

Mr. Hampton wants to know what 
we think of the use of verse in ads. 
We think it one of those things which 
can easily be overdone. Occasional 
verse is all right and often makes an 
impression that prose cannot, but we 
would advise using verse in a limited 
way. From the ads sent in by Mr. 
Hampton we get the impression that al! 
his advertising is in verse, and if this 
is so we advise a change. Run your 
verse once or twice a week or run a 
combination prose and verse ad, such 
as this one. 

The ready-made ad in this announce- 
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ment is pretty small and is difficult to 
read. We would rather have seen a 
paragraph or two of larger type with 
a heading, omitting the ready-made ad, 
unless one could be secured which would 


fe 


“Get Outdoors” 


“Make gardeq’’—‘make it a fad." 
“See how good you can do it.” 


Not because of the fine vegetables fur- 
nished the table during the:summer so 
much as the prid@ of having a good 
garden and the plensure of caring for 
this garden. 


DjamMond EDGE Garden Tools completely ; 
satisfy. They ere always the best—for 





Come daughter, bring the hoe 
and spade 

For our spring garden, must 
be made. 

We sure must get those sweet 
peas out 

Or mother will be cross and 
pout. 

Garden tools and gupplies at, 


H. T. Hampton 


Hardware ‘Store 


2. Saying it with verse. 
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Don’t you just love a fuzzy 
chick? 

Here’s how to 
mighty quick, 

Put good eggs in a Jersey 
incubator 

Then watch chicks come ont 
Three weeks later. 


get some 


Incubators 
-Brooders 
Waterers 
Feeders 
Wire Nests 
Poultry Netting 


H. T. Hampton 


Hardware Store 











3. In which copy and cut clash. 


be easier to read. 
The illustration suggests the different 
tools which the gardener will want. 


Good Verse—Poor Cut 


No. 3 (1 col. x 6 in.) 

The Hampton incubator ad carries a 
very good piece of verse and also winds 
up with individual suggestions which 
mention reinforces the verse and makes 
a well-balanced ad. 

The cut is off, though. It should have 
been a chick and not a full-grown 
rooster. It would have been better to 
have omitted the cut and used a head- 
ing: “A Fuzzy Chick.” 

The ad is set up in attractive style 
and is easy to read. The white margin 
at the sides is a big help to the eye. 


Gets Ad Idea from Hardware Age 


No. 4 (4 cols. x 8 in.) 

The G. F. West Co., Merkel, Tex., 
sent us the auto supply ad. James H. 
West of the firm informs us that the 
idea for the announcement was gleaned 
from an ad which appeared recently in 
this department—the ad of the W. L. 
Shearer Co., Toppenish, Wash. 

Mr. West remarks that, regardless of 
the worth of the text, the foreman of 
the local printing plant is pretty clever 
at composition. We'll say he is. 

The idea behind this ad, as we pointed 
out in our comment on the Shearer ad, 
is a merchandising idea. It is more 
than a reminder ad. 
tion of a department. 


It is a presenta- 
First, an intro- 
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duction to the department, telling the 
reader what may be expected of the 
department in the way of service and 
stock, and, second, a glimpse of the 
department itself through columns of 
carefully selected items. 

A motorist has only to read the ac- 
cessory items listed in this ad to know 
that they are worth while and represent 
the really vital needs of those who op- 
erate cars. 

So, as regards copy and display, the 
West ad, in our judgment, goes above 
par. 

A Touch of Human Interest 
No. 5 (2 cols. x 11 in.) 

There’s a touch of human interest in 
the Blakey-Clark ad (Ennis, Tex.) that 
proves hardware dealers have cause to 
be just as enthusiastic about their busi- 
ness as other retailers are about theirs. 
The clothier may rave about smart 
styles, the jeweler about articles of 
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adornment, the baker about the quality 
of his bakings, but the hardware dealer 
interested in his business has more 
things to be enthusiastic about than any 
of them. 

For instance, in the Blakey-Clark ad 
the adman waxes enthusiastic about 
ONE line among many. He gives the 
reader something of what he personally 
learned through contact with the man- 
ufacturer’s representatives, and the idea 
expressed as advertising is certainly 
unique and opens up an entirely new 
avenue of expression in retail adver- 
tising. 

A hardware dealer can write up his 
visit to a factory, about tests made by 
himself and factory representatives, 
about interviews with satisfied users of 
a certain article. In fact, this thought 
may be expressed in a number of dif- 
ferent ways. 

In reading this copy note how the 
writer’s enthusiasm finds practical ex- 
pression through a description of the 
goods, which considers about every 
detail. 


Morley Brothers’ System 


Morley Brothers, Saginaw, Mich., 
have established a price information 
service for the benefit of the retail 
hardware dealers of Michigan, which is 
a loose-leaf system having a code price 
for the dealer’s cost, and a suggested 
resale price printed in plain figures. 
By this method it is claimed the loose- 
leaf book can be used freely before 
customers. A voluntary committee of 
retail hardware dealers are said to 
have assisted in the compilation of the 
system. A leather loose-leaf binder 
with the dealer’s name prominently 
stamped in gold leaf on the cover is 
furnished with the service which runs 
for fifty-two consecutive weeks. 
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You will find in our Accessories Department, as in our other lines, 
that we carry the largest and most complete assortments in town. 
We carry in stock only reliable, well-known supplies---only those ac- 
cessories that will add to the pleasure and enhance the value ef your Car 


Only a visit to our store will show the completeness of our stock. 
Here are but a few Items: 


Chain Adjusters Tires Pump Tubing 

Radiator Caps Tubes Pump Connections 

Hub Caps Boots 5- Minute Vuleanizers 
Shock Absorbers Pumps Cylinder Head Gaskets 
Steering Wheels Jacks Cotter Key Assortments 
Ford Repairs Patches Lock Washer Assortments 
Ford Wheels Ammeters Radiator Hose 

Ford Springs Motometers Hose Clamps 

Spark Plugs Dash Lights License Brackets 

Ford Special Wrenches Spot Lights Light Switches 

Fan Belts Tail Lights Light Sockets 

Muffler Cut-outs Tool Boxes Coil Piles 

Wheel Pullers Cotton Waste Wiring Assemblies 

Air Guages Battery Horns Auto Butbs 

Mud Chains Valve Grinders Valve Tools 


“Twenty-five Years Better Service” 


COMPANY 








4. How an idea was utilized. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. ‘ 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, March 28, 1921. 


UYING in the local wholesale 
B market during the past week 

was, perhaps, greater in volume 
than it has been for several months. 
Dealers are not buying large quantities 
of merchandise, but their orders for 
seasonable goods are well assorted. 
Jobbers say that the demand for all 
kinds of seasonable goods is continually 


‘becoming more vigorous. 


Collections are reported to be fairly 
good, and jobbers’ stocks on most items 
are probably ample enough to meet 
most of the dealers’ seasonable require- 
ments. 

Poultry netting, however, is reported 
to be quite scarce in local markets, 
and screen wire is said to be none too 
plentiful. Prices on all seasonable goods 
are at present very firm and no price 
adjustment of any consequence were 
reported during the past week. 

It is worthy of mention that many 
of the leading merchants in this vi- 
cinity, both wholesale and retail, re- 
gard the tire situation with a good 
deal of optimism. It has been esti- 
mated that approximately 60 per cent 
of tire sales are normally made be- 
tween May 1 and Sept. 30. Some deal- 
ers anticipate that the mild winter may 
cause somewhat heavier sales earlier 
than May this year. Statistics show 
that there are now more than 9,000,000 
motor vehicles registered in the United 
States, an increase of 1,500,000 since 
1920, which, it has been pointed out, 
means that 1,500,000 more cars will 
require tires this year. The annual 
tire consumption is reported to be about 
30,000,000. Reduced production during 
the past five months, together with the 
report that there is a comparative 
shortage of something like 2,000,000 
tires at the present time, authorities 
believe, will appreciably increase the 
demand during the next few months. 

Inquiries concerning the copper metal 
market have developed two basic facts. 
First—The market is decidedly slug- 
gish, but prices are holding firm. 
Second—It is expected in the trade 
that within the next few weeks, unless 
buying improves, several mines may 
possibly shut down. The North Butte 
and the Dominion Copper mines, two 
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large producers, are said to have al- 
ready suspended operation. 

It is also a matter of interest, not 
limited alone to this section, that 
marine workers employed on tow boats, 
operating along the Atlantic and Gulf 
Coasts, have declared a strike in pro- 
test against wage reductions effective 
March 1. At the present time, how- 
ever, the strike in no way affects the 
railroad tow boats operating in New 
York Harbor. 

Bolts and Nuts.—Jobbers’ stocks of 
stove bolts are said to be very poor in 
this section. The demand for bolts 
and nuts of all kinds is good, but job- 
bers are apprehensive that the mills 
are not producing enough. Many of 
the manufacturers are reported to have 
caught up on all orders, and as mills 
are operating only from two to three 
days a week in many places, jobbers 
believe that the supply will shortly be 
inadequate for the demand unless pro- 
duction is increased. 


Jobbers’ quotations f.ob. New York: 

Common Carriage Bolts—% x 6 and 
smaller, 40 and 5 per cent: longer and 
thicker, 10 and 5 per cent: machine bolts, 
all sizes, take a discount of 40 and 5 per 
cent. Stove bolts, 70 and 10 per cent; com- 
mon tire bolts, 50 per cent; sink bolts, 70 
per cent. 

Hexagon machine screws, nuts, iron, 20 
per cent. Brass, 4/32 to 8/32 in., 50 and 19 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; Lock washers, 40 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 50 and 10 per cent; % and larger, 
50 and 10 per cent. Lag screws, 45 per cent. 

Toggle bolts, steel, bright finish, 50 per 
cent. 

Iron rivets, 35 and 5 per cent: copper 
rivets, 50 and 5 per cent; black tinners’ 
rivets, 35 and 5 on new list; tin tinners’ 
rivets, use black list plus $7.25 per 100 Ib. 

Farming Tool Handles.—The demand 
at the present time is relatively small 
as it is still a little early in the sea- 
son for any very active demand in this 
section to manifest itself for these 
items. Prices are firm and stocks in 
fairly good shape. 

Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent: hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. plus 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz. plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz. plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz. plus 5 
per cent. 

Shank rake hoe handle, $3.40 per doz. plus 
5 per cent. Spade handles, $7.10 per doz. 
plus 5 per cent. Malleable D spading fork 
handle, $5.75 plus 5 per cent. Wooden D 
spading fork handle, $6.90 plus 5 per cent. 

Farming tool handles generally are quoted 
in this section at discount plus 5 per cent. 
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Pick, sledge, hammer and hatchet handles 
are quoted discount plus 5 per cent. Axe 
handles, discount plus 60 per cent. 

Galvanized Ware.—Business among 
dealers in galvanized sheet is reported 
to be quiet. There is a certain amount 
of consistent small demand, but the 
large buyers are apparently still hold- 
ing off. Pails and tubs are more or 
less active at steady prices, 

Prices to retailers f.0.b. New York: 

Galvanized sheets, No. 28 gage, is quoted 
at $6 to $6.50 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: , 

Galvanized pails, 8 qt., $2.85; 10 qt., 
$3.20; 12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. 
Price ; 

Galvanized wash tubs, No. 1. $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 

Garden Hose.—Jobbers report that 
this item is beginning to move. It is a 
little early yet for very much sub- 
stantial business in this line, but so 
far orders are comparatively light. 
Stocks are good and prices firm. 


Jobbers’ quotations f.o.b. New York 

Common brand, ™% in., 4 ply. 13 cents per 
ft. Same, wire bound, 13% cents per ft. 
Good luck brand, 6 ply, 14 cents per ft 


Bull dog brand, 7 ply. 18 cents per ft 

Garden Hose Reels.—This line fol- 
lows very closely in the wake of gar- 
den hose, but it can be said with im- 
punity that interest is beginning to 
manifest itself, especially among subur- 
ban dealers. 


Jobbers’ quotations f.o.b. New York 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., cor- 
rugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.60 
per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corrugated 
galvanized steel drum, enameled green, 100 
ft. capacity, $51 per doz. 

Garden Tools.—Because of the inter- 
est that is being shown in this class 
of goods, many jobbers anticipate that 
they will have to place re-orders. 
Among all the seasonable articles at 
the present time more interest is prob- 
ably being shown in garden tools than 
anything else. Prices are consistently 
firm. 

Jobbers’ quotations f.o.b. New York 

Spading forks, 11 in. angular tines, forged 
from crucible steel, steel cap ferrule—4-tine 
malleable D handle, bronzed with strap 
ferrule, $12 per doz. Same, with wood 
handle, $15.50 per doz. Same, with wood 
handle and 5 tines, $24.20 per doz. 

Weeding hook. malleable iron, tin, enam- 
eled wood handle, $1.20 per doz., net. Sime, 
three steel tines, tin, black, enameled han- 
dle, $1.35 per doz. net. Same, three h ind- 
forged steel prongs, grip handle, $4.40 per 
doz net. y 

Post hole digger, blade 9 in. long, length 
5 ft., weight 10 lb., $24 per doz. net. 

Turf edger, cast steel blades, bronze fin- 

















March 31, 1921 


style, 
style, 


socket 
shank 


handle, 
Same, 


ish shank, 4% ft. 
$12.03 per doz. net. 
$10.85 per doz net. 
Standard tree pruners, forged steel blade, 
with 2 in. curved cutting edge, steel draw- 
ing rod, lever handle with steel lever and 
hardwood grip, all sizes are being quoted 
at 20 per cent discount by local jobbers. 
Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz. net. 
Ladies’ flower trowel, heavy one-piece steel 
blade, 5 in., half polished and enameled 
maroon, stained handle, $1.25 per doz. net. 
Garden trowels 6 in., tinned steel blade, 
black enameled handle, $1 per doz. 


Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz. net. Heavy 


one-piece steel, 6 in., blade, half polished, 
painted red, ebony finished handle, $4.35 
per doz. net; 6 in. solid socket forged steel, 
full polished, grip handle, $7.51 per doz. net. 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., 4% ft. handle, blue 
finish, sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 64, 7, 7% and 8 in. 4% ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades. 6, 6%, 7, 7% and 8 in., 444 ft. handle, 
gold bronze finish, $9.37 per doz. 


Grass Hooks.—Interest is becoming 
more and more evident in this line. 
It was especially noticeable during the 
past week. 


Jobbers’ quotations f.o.b. New York: 

Grass hooks, tempered steel blade, black 
and bronze finish, $3.25 per doz. English 
grass hooks, high grade steel blade, riveted 
back and tang, $6.50 per doz. net. Same 
size, larger, $7.20 per doz. net. Tempered 
stee! blade, ribbed back, green enamel 
finish, black enamel handle, $4.50 per doz. 





Long handle grass hook, crucible steel 
blade, tempered, 13 in.. long. 214 in. wide, 
steel socket, ash handle, 3% ft., $8.42 per 
doz net. 


Hammock Hooks.—These articles are 
not as yet in demand, but the prevail- 
ing quotations in this section at the 
present time will probably not under- 
go any appreciable alterations during 
the early summer, jobbers say. 


Jobbers’ quotations f.o.b. New York: 
_Hammock hooks, 5/16 in., wrought*iron, 
tinned to screw, 94c. per doz. Hooks, 5/16 
in., wrought iron with plate, tinned, $1.16 
per doz, 


Hose Coupling.—Interest is remark- 
ably good for this line, considering the 
earliness of the season. Stocks are 
good and prices firm. 


Jobbers’ quotations f.o.b. New York: 

brass hose couplings, cast metal for 14-in 
hose, $2 per doz. net. Same for %-in. hose, 
$2 per doz. net. Wrought metal couplings 
%-in. hose, $2 per doz. net. Clinching hose 
coupling, solid brass, clamps and tubes, one 
piece, “%-in. hose, $2.75 per doz. net. Im- 
proved brass hose connections for faucets, 
x %-in., $2 per doz. net. 

Ice Cream Freezers.—Although the 
dealer is not as yet manifesting much 
interest for freezers, a number of in- 
quiries were received during the past 
week for small assorted lots. Jobbers 
have good stocks, but do not seem to 
anticipate any particularly large busi- 
ness in freezers this year. Buying 
activity in this line is expected to show 
itself in “pick-ups.” 

Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 

White Mountain freezers, duplex dasher, 
and double self-adjusting scraper, outside 
Salvanized, 1 qt., $3.65 apiece. Same, 4 
qt., $13.70 apiece. 

Auto Vacuum freezers are quoted at $3.35 
apiece in the 1 qt. size and the 4 qt. size 
about $6.70 apiece. 

Lanterns.—The demand for lanterns 
has to some extent fallen off. Jobbers’ 
Stocks have very materially improved, 
and prices are consistently firm. 


Jobbers’ quotations f.o.b. New York: 
Hy-Lo tin lanterns, $9.50 per doz. Victor 


tin lanterns, $9.50 per doz. Monarch tin 
lanterns. $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
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Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns plain lens, $19 
per doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each 

Lawn Mowers.—Lawn mowers are 
not moving as fast as other seasonable 
articles. Jobbers’ stocks are good, but 
they report that there have been no 
large orders as yet from the trade. 
Dealers seem to be ordering only for 
their minimum requirements. 


$14.50 per doz. 








Jobbers’ quotations f.o.b. New York: 

Common lawn mower, with 8-in. open 
drive wheel and 4-blade cutter, 12 in. size, 
$7.60 apiece. Same, 14 in., $7.90 apiece 


Same, pipe ball bearing lawn mower, with 
higher grade knife steel blades, 14 in., 
$10.30 apiece; 16 in., $10.70 apiece. Higher 
grades ball bearing lawn mowers, 14 in 
size, $12 apiece. 
Grass catchers to fit 
16 in., are sold at $14 
Linseed Oil.—No change of any con- 
sequence has occurred recently in this 
market. There is a more or less liberal 
scattering of small orders, but large 
buyers are for the most part inactive. 
Prices to retailers f.o.b. New York: 
For car lots, 64c. per gal.; 5 bbl. 
lots, 68c. to 70c. per gal... and for lots of 


mowers, from 12 to 


per doz 


to 65¢ 


less than 5 bbl., 73c. to 75c. per gal. Boiled 
oil is 2c. extra per gal Double boiled oil 
is 3c. extra, and oil in half bbl., 5c. per 
gal. additional. 


Nails.—The demand for nails is con- 
sistently active, but it cannot be said 
dealers are buying in very large quan- 
tities. Jobbers’ stocks are in fairly 
good condition. There is more or less 
of a persistent rumor that the next 
two or three months will bring an al- 
teration in the price situation. Fur- 
ther reductions are expected in some 
quarters, but as yet there has been 
nothing substantial upon which to base 
this anticipation. 

Jobbers’ quotations f.o.b. New York: 

For wire nails the prices range from $4 to 
$5, base, per keg. For cut nails prices 
range from $6 to $6.50 base, 





Copper wire nails, 5 lb. to a 
49c. per lb.; 1% in., 48c. per Ib.; 1% in 
2 in., 2% in., 3 in., 47¢. per Ib. Copper cut 


nails, 5 lb. boxes, 1% in., 50c. per Ib.; 2 in., 
2% in. and 3 in., 49c. per Ib 

Naval Stores.—Business in this mar- 
ket during Holy Week was confined 
to very small and scattering trans- 
actions. Another reduction of turpen- 
tine has been effected by some of the 
large independent holders, but it has 
so far failed to stimulate any marked 
interest. 

Prices to retailers f.o.b. New York: 

Spirits of turpentine, yard basis, is now 
55Vec. to 57c. per gal. 

Rosin, on a basis of 280 Ib. per bbl., yard 
basis, B grade, $5.50; D to K, $5.75; M, $6; 
N, $6.25: WW, $6.75. 


Pruning and Grass Shears.—An in- 
creasing interest is being manifested 
for these articles. Some jobbers report 
broken stocks on grass and hedge 
shears, which they claim is caused by 
many of the factories reduced output. 


Jobbers’ quotations f.o.b. New York: 

Pruning shear. cast iron, steel blades, 
coppered wire coil spring. $3.25 per doz. net 
California pattern, tool steel blade. Volute 
tempered spring, nickel plated finish, 6 in., 
$16. Same, black finish, $11.58 per doz. net 
Same, 9 in., full polished. $17 per doz. net. 
California pattern, with ratchet butt, tem- 
pered steel blade. Volute spring, full nickel 
plated, $19 per doz. 

Grass Shears.—5% in., steel blades, jet 
finish, polished edge, $3.40 per doz. net. 
Same, trowel shank handle, tempered 5% 
in. blade, green enamel finish, $4.25 per 
doz net. 


Rope and Twine.—Stocks are good, 
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interest very quiet, prices unchanged. 


Prices to retailers f.o.b. New York 

Manilla rope, 20c. per lb. Sisal, No. 1 
grade, 1l5c. per lb Sisal, No. 2 grade, 13c. 
per lb Hardware grade, manila rope, 17e. 
per lb. Bolt rope, 24c. per lb. Lath yarn, 
first grade, 12c. to 17c. per lb. Jute twine, 
wrapping, best grade, 2lc. to 24¢ India 
hemp twine, No. 9 grade, lic. to 20e. 

Screws.—Only fair interest at the 


present time is being shown these hard- 
ware staples. Local stocks are good, 
but few jobbers or retailers are show- 
ing any great interest in this line at 
the present time. There are some who 


expect lower prices within a few 
months, 
Jobbers’ quotations f.o.b. New York: 
Wood Screws.—Iron bright, flat head, 
72% and 10 per cent; iron, bright, round 
and oval head, 70 and 10 per cent; iron 


blued, flat head, 72% and 10 per cent; iron 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 
round and oval head, 63% and 10 per cent; 


machine screws, iron, flat and round, 60, 10 
and 10 per cent: brass, flat and round, 60 
ind 10 per cent. 

Sprayers and _ Sprinklers.—Dealers 


are not buying these articles as largely 
as has been the case in past years. It 
it still, perhaps, a little early for any 
decided tendency to show itself, but 
jobbers are expecting most of the in- 
terest this year for sprayers and 
sprinklers to be confined to “pick-ups.” 


Jobbers’ quotations f.o.b. New York: 


Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes, 
flowers, etc., tin sprayer, 1 pt. capacity, $4 


per doz. net. Same, 1 qt. capacity, $5.75 
per doz net. 

Brass, 1 qt. capacity, $12.50 per doz. net; 
tin with brass tank, 1 qt. capacity, $11.50 
per doz.; continuous sprayer, sheet tin, 
alleged to give uniform continuous spray 
on both strokes of the plunger, capacity 
1 qt., $10.50 per doz 


Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 


$1.40 per doz. net: lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz. 
net; sprinkler, 10 in. high, combination of 


vertical spray, coming from the perforated 


head, with streams thrown by the three 
irms. head. arms and upper stem brass, 
nickel plated, malleable iron sleds, japanned, 
$28 per doz 

Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz. net 

Watering Pots.—Galvanized iron, zin¢ 
roses, 6 qt., $9 per doz. net Same, & «at 
$10.70 per doz. net. Same, 10 qt., $12.55 per 
doz net Same, 12 qt.. $14 per doz net 

Wire Goods.—Four distinctive fea- 


tures stand out in the wire goods mar- 
ket: Prices are firm; poultry netting 
is very scarce; screen wire is none too 
plentiful; the demand is nervously ac- 
tive. Dealers are ordering in small but 
well assorted lots. 

York 


Jobbers 


quotations f.o.b. New 

Square mesh. wire cloth, New York s 
2 x 2 mesh, $5.50 per 100 sq. ft.; 24% x 2! 
mesh, $5.70 per 100 sq. ft.; 3 x 3 mesh, $5.7 


Molby Boiler Co. Is Sold 


The Iron Products Corp., 90 West 
Street, New York, has purchased the 
capital stock of the Molby Boiler Co., 
Inc., 101 Park Avenue, New York. The 
following have been appointed as offi- 
cers: G. A. Harder, president; R. R. 
Rust, vice-president, and Stephen 
Barker, secretary and treasurer. E. C. 
Molby, founder of the Molby Boiler 
Co., will act as general manager of 
sales for the new company. 

It is the intention of the new com- 
pany to continue the manufacture of 
Molby boilers at a new plant located 
at Mount Union, Pa. 
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per 100 sq. ft.;: 4 x 4 mesh, $6 per 100 sq. ft.; 
5 x 5 mesh, $6 per 100 sq. ft.; 6 x 6 mesh, 
a per 100 sq. ft.; 8 x 8 mesh, $7 per 100 
8q. ft. 

For 50 lineal ft. rolls, add 15c. per 100 
eq. ft. 
Add \c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed wire, galvanized in stones of 12 
Ib. each, are quoted per 100-lb. lots at No. 
16 gage, $10.50; No. 17 gage, $11; No. 18 
gage, $11.50; No. 19 gage, $12.15; No. 20 
gage, $12.85; No. 24, $14. Same, plain, No. 
16 gage, $7.50; No. 17 gage, $8; No. 18 gage, 


Office of HARDWARE AGE, 

1505 Otis Bldg., 

Chicago, March 

ATE May weather prevailing in the 

middle west with torrid tempera- 

tures during mid-day in southern Illinois 

and Missouri have caused something of 

a rush for spring hardware merchandise. 

The planting season has opened in the 

belt 200 miles south of Chicago and the 

more northern points are at the edge of 
the seeding season. 

Jobbers in St. Louis and Chicago, the 
big hardware distributing points in the 
central west and southwest, report 
greatly augmented business since March 
1. Agricultural tools, lawn tools, seeds, 
fencing, spring housecleaning helps, etc., 
have shown renewed life influenced by 
the early arrival of spring. 

Authorities differ in their opinions on 
the question, “is business better,” some 
of them saying that the increased 
volume is simply seasonable, while 
others agree that the present spurt is 
only the start of a constantly growing 
volume of sales. 

Industrially the middle west is in a 
much healthier condition than it was 
two months ago. Automotive activities 
are more general and operations are on 
a larger scale. Practically all auto and 
truck plants are running full time with 
payrolls 50 per cent or better of normal. 
Bigger production and larger working 
forces are said to be in sight for all 
established auto manufacturers. 

Sales of small tools show some im- 
provement. Prices are unchanged. 

The building situation compared with 
a year ago shows much improved ac- 
tivity. Naturaly, this would be the 
condition because of the weather. It 
is believed, however, in building circles, 
that material costs have decreased en- 
ough to make this year the best build- 
ing year since 1915. 

Prices show practically no change 
from the previous week. 

Automobile Accessories.—The volume 
of business is better than at any time 
since January 1. Tires and tubes are 
moving in better volume. Spark plugs 
are in good demand. 


Automobile Accessories.—We quote from 
jobbers’ stocks, f.o.b. Chicago: Reliable 
Jacks, No. 46, $3 each. $34 per doz.; De Luxe 
long handled standard jacks, $8.50 each; 
No. 1 standard jacks, $3.25 each; Twin cylin- 
der foot pumps, $1.25 each; Simplex jack, 
No. 36, $2.10 each; Stewart hand horns, $4 
each; Howe spotlights, $4 each; Weed 
chains 30 x 34%, $5 per pair, with 25 per cent 


99 
<9. 


off in lots of one dozen pairs and 33% per 
cent off in lots of more than one dozen 
pairs; Rid-O-Skid chains, $2 to $2.65 per 
pair; inner tubes, red, 30x3%, $2.50 each; 


gray tubes, 30 x 3%, $2.05 each; Lyon bump- 
ers, $10.25 each; 
lots of 


3ethlehem spark plugs, in 


100, Special type, 43c. each; Mica 
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$8.50; No. 19 gage, $9; No. 20 gage, $9.50; 
No. 24 gage, $11.50. 

Barbed wire is being quoted at $7 per 100 
Ib. for both 3 point 4 in. and 4 point 6 in. 
Ribbon wire is $8.75 per 100 lb. Twist wire, 
12 gage, is $7 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq. ft.; 
13 mesh, extra heavy, $5.35 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(pearl wire), 12 mesh, $4.50 per 100 sq. ft.; 
14 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $10.50 per 100 sq. ft. Poultry 
netting, 35 per cent New York stock. 


CHICAGO 


type Bethlehem 
Standard 
each; 


spark plugs, 74c. 
porcelain Bethlehem plugs, 
Hercules Giant plugs, 55c. to 60c. 
each; Hercules Junior plugs, 27c. to 35c. 
each; Hel-Fi standard plugs, 45c. to 52c. 
each; Hel-Fi tractor plugs, 83s. to 97c. each; 
A. C. Titan plugs, 58c. each; A. C. Cico 
plugs, 48c each; Splitdorf plugs, 70c. to 78c. 
each; United plugs, junior, 40c. each; 
Champion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. 


each; 
55c. 


Axes.—Demana is rather quiet with 
prices showing no change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard quality black unhandled 
axes 3 Ibs. to 4 Ibs., $17.50 base; second 
quality black unhandled axes, same weight, 
$16.50 base; handled, $3 to $6 per doz. ex- 
tra, according to grade. 

Alarm Clocks.—Manufacturers are 
giving better service on deliveries but 
there is still something of a shortage on 
the better grades. No price recessions. 


Agricultural Tool Handles. —Demand 
shows strong with stocks not overly 
large. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4%’ X, 
straight, plain, $4.70; X, bent, $3.90, XX, 
bent, $5.35; 44%’ bent hayfork strap and fer- 
rule, $7.80; 44%’ manure fork handle strap 
and ferrule, $7.80 doz. 

Builders’ Hardware.—Increased build- 
ing activity has demanded a rather di- 
versified run of. builders hardware. 
Prospects are said to be good for larger 
volume in hinges, door hardware, in- 
cluding locksets, cupboard turns, etc. 
Staple numbers are moving in better 
volume. 


Chains.—The market shows no change 
in price or volume of business. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago, % in. proof coil chain, $10.50 per 100 
Ibs.; Tenso, lock link and American Weld- 
less coil chain, 45 per cent off list. 

Clipping Machines.—Sales are satis- 
factory at prices unvarying from those 
at the season’s beginning. 

We auote from jobbers’ stocks, f.o.b. Chi- 

cago: Stewart No. 1 ball-bearing horse clip- 
per, enclosed type list, $14; top plate, $1.25; 
bottom plate, $1.75; Stewart No. 9 ball- 
bearing shearing machine list, $22; horse 
clipping attachment for shearing machine 
list. $9. Discount on all above items, 25 per 
cent. , 
Good quality razor strops have been 
reduced from 5 to 10 per cent. in price. 
While it would seem that the reduction 
on this class of merchandise should be 
greater, due to the low price of leather, 
it must be borne in mind that a very 
large proportion of the value and cost 
in razor strops, ‘s made up in labor 
upon which there has been no reduction 
as yet. 

The cutlery situation from a stand- 
point of better supply from the fac- 
tories, is not materially changed from 
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P. S.—Nicholson File Co., Providence, 
R. I., announces a change of discounts 
on files of its manufacture, as follows: 


American, 50, 10 and 5 per cent; Arcade, 
50, 10 and 5 per cent; Black Diamond, 40, 
10 and 2! per cent; Eagle, 50, 10 and 5 
per cent; Great Western, 50, 10 amd 5 per 
cent; Kearney & Foot, 50, 10 and 5 per 
cent; McClellan, 50, 10 and 5 per cent; 
Nicholson, 40, 10 and 2'% per cent; J. Bar- 
ton Smith, 50, 10 and 5 per cent. 


what it has been for the last 2 or 3 
months. 

Fine pocket knives in pearl, celluloid, 
stag, etc., are still scarce and come 
through only in very small lots from the 
factories. 

Medium and low-priced jack knives 
are a little bit freer in supply, but noth- 
ing that would indicate that there will 
be an over supply by any means. 


Eaves trough and Conductor Pipe.— 
The market is unchanged at prices given 
below: 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 24 gauge lap joint eaves trough, 5 in. 
per 100 ft., $5.10; 29 gauge corrugated con- 
ductor pipe, 3 in., $5.40 per 100 ft.; corru- 
gated conductor elbows, 3 in., $1.90 doz. 

Flint Paper and Cloth.—Prices show 
no deflection. All grades are in stock 
and there are no delivery delays. 

We quote from jobbers’ stocks, f.o b. Chi- 
cago: First quality Flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0, 
$27 per ream. 

Files—Demand is fair for files. 
Manufacturers have small surplus stocks 
and jobbers are in position to fill all 
orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Nicholson files, 50-74% per cent off 
list; American files, 60 per cent off list; 
Disston files, 50-7% per cent off list; Black 
Diamond, 50-5 per cent off list. 

Galvanized Ware.—Considerable price 
variance may be found. In addition to 
the usual price differences due to various 
grades some jobbers have sought to 
stimulate business through special of- 
fers. The general market situation 1s 
one of no price change. Manufacturers 
maintain that profits are next to im- 
possible at present prices and some 
makers are running at part of capacity 
because prices are considered unattrac- 
tive. Stocks are known to be low on 
retailers shelves. 

Glass.—Supply is still behind de- 
mand. according to reports. A normal 
building demand is contemplated and it 
will further decrease supplies already 
short. Prices prospects are for firm- 
ness. 


We quote from jobbers’ stocks, f.o.b._ 
cago: Single strength A, all sizes, 77 
cent off; single strength B, _first 
brackets, 77 per cent off; all sizes, double 
strength A, 79 per cent off; S. P. putts sin 
100 Ib. kits, $4.00; commercial putty, $4.29; 
glaziers’ points, Nos. 1, 2 and 3, one doz. to 
a package, 85c. per pkg. 

Hatchets.—The leading jobber re- 
ports demand considerably improved. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b Chi- 
cago; No. 2 extra quality broad hatchets, 
$24.20 per doz.; competitive grade, $17.25 per 
doz. and up; warranted shingling hatche ts, 
$17.35 per doz.; competitive forged hatchets. 
$10.25 per doz. 
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Hammers.—Prices ruling for some 
weeks remain effective, with sales show- 
ing gains. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 11%, first quality nail hammers, 
$15.50 doz.; regular first quality, 16 oz. nail 
hammers, $14.75 doz.; competitive grade nail 
hammers, $10.50 to $12 doz. 


Handles, Wood.— Wood working 
plants state the shortage of raw ma- 
terials is still felt and indications are 
against present price declines. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: No. 1 hickory axe handles, $4 per 
doz No. 2, $3 per doz.; finest selection 
white second growth hickory axe handles, 


$6.30 per doz.; special white second growth 
hickory axe handles, $5 per doz.; No. 1 
hatchet and hammer handles, 85e. per doz.; 
second growth hickory hatchet and hammer 
handles, $1.60 per doz. 

Hose.—Sales are increasing. Jobbers 
expect active demand for some weeks. 
Prices are said to be as low as is con- 
sistent with basic materials cost. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: %-in. good quality moulded reel hose, 
16%c, ft.; %-in. 3-ply duck hose, good qual- 
ity, 16c. ft.; %-in. 4-ply duck hose, good 
quality, 18%%4c. ft.; %-in. 5-ply multiple hose, 
14c. ft. 

Lanterns.—The season is not favor- 
able to a large volume of business. 
Makers says prices this fall will be un- 
changed from current quotations. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 2 Dietz cold blast lanterns, $14.50 
doz.: with large founts, $16.00 doz.; best 
tubular lanterns, $9.25 doz.; Competition 
lanterns. No. 0 tubular, $7.80 doz. 

Lawn Mowers.—There has not been 
the usual future order business with the 
result that jobbers are carrying rather 
heavy stocks. When the season reaches 
its height something of a rush demand 
is looked for. Price indications are 
somewhat uncertain. Rumors of special 
price concessions are heard but these 
are not verified. Standard makes: of 
better quality show no price weakness. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 17-in. Pennsylvania high wheel mow- 
ers, $25.50 each; 17-in. Pennsylvania Junior 
mower, $27.20 each; 16-in. four-knife ball- 
bearing 1014-in. wheel mower, $12.60; 16-in. 
four-knife ball-bearing 1014-in. wheel, $10.85 
each; 16-in. four-knife plain bearing 9-in. 
wheel mower, $9.45 each; 16-in. three-knife 





Office of HARDWARE AGE, 
410 Unity Building, 
3oston, March 28, 1921. 

UDGING from observations made in 

the local wholesale hardware market 
the past week, many of the retail hard- 
ware dealers of New England are of the 
same mind, on one point, at least. They 
are getting ready to hold a special sale, 
to start a local advertising campaign, to 
circularize their trade, or to resort to 
other methods for the purpose of build- 
ing up business. The most common 
question asked the local jobber today is, 
“What can you give me to help out ona 
sale?” The main object of the retail 
dealer is to bring a great many people 
into his store for the purpose of reduc- 
ing stocks as much as possible. 

It does not necessarily follow that the 
retail hardware business is dull. On the 
contrary, it is much better than most 
retail lines. Mother Nature, encouraged 
by wonderfully fine weather for this 
time of the year, is working on the 
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ball-bearing 9-in. wheel mower, $9.45 each: 
16-in. three-knife plain bearing 8-in. wheel 
mower, $7.60 each. 

Nuts and Bolts.—Small sizes are sell- 
ing more freely than larger sizes. Job- 
bers generally have good stocks. 
Greater industrial activity, already in 
evidence, should stimulate demand. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Large sizes carriage bolts, 40-5 per 
cent off list; small sizes, 40-10 per cent off; 
large sizes machine bolts, 50 per cent off 
list; small sizes machine bolts, 50-10 per 


cent off; all stove bolts, 65-10 per cent off 
list; all lag screws, 50 per cent off list. 

Nails.—Long time buying continues 
the exception, but current demands 
keeps business good. Many authorities 
feel sure that summer will bring a de- 
mand that will overtax the output ca- 
pacity of the mills. Prices show no 
change, Chicago quotations continuing 
the lowest in this immediate territory. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $4 per keg base, 
f.o.b. Chicago; same store door delivery in 
Chicago, $4.15 base. 

Roller Skates.—Sales are 
volume at unchanged prices. 
1ote from jobbers’ stocks, f.o.b. Chi- 
Ball-bearing roller skates, for boys, 
ir; girls’ ball-bearing roller skates, 


in good 





Rope.—Increases due to seasonable 
demand are noticed in the sales volume. 

We quote from jobbers’ stocks, f.o.b. Chi- 

No. 1 manila rope standard brands, 
», to 20%c.; No. 2, 18%c. to 19%c.; No. 
isal rope standard brands, 13%c. to 
15%c.; No. 2 sisal, 12%c. to 14¥%e. 

Steel Sheets.—Sales are confined to 
immediate needs, with prices the same 
as last week’s quotations. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 28 gauge galvanized sheets, $7.10 per 
100 Ibs.; 28 gauge black sheets, $5.75 per 
100 Ibs. 

Screws.—Recent price reductions 
have influenced some buying. Jobbers 
have no information indicating any 
nearby change in present quotations. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat head bright screws, 7244-20 per 
cent off list; round head blued, 70-20 per 
cent off list; flat head brass, 65-20 per cent 
off list; round head brass, 62%-20 per cent 
off list; japanned, 65-20 per cent off list. 


BOSTON 


sympathies of the human being. The 
public desires to get out and dig in the 
garden and to plant something, or to cut 
grass, or to trim up the hedge, or to 
rake the leaves off the beds containing 
bulbs, this year was born just about one 
month earlier than in 1920. It means 
just one additional month to sell season- 
able hardware and just that additional 
opportunity time limit to lighten hard- 
ware stocks in general. All of which 
explains why so many retail dealers are 
bending every effort to get people into 
their stores. Mother Nature is helping 
them to do this. 

The retail trade, generally speaking, 
is by no means apprehensive of the 
future. It realizes, it is true, we still 
are in a period of deflation, but it also 
realizes that each week brings us just 
so much nearer the end of this period, 
and confidence is on the increase rather 
than the decrease. And still, it is sec- 
ond nature to everybody, because of 
general business conditions, to play as 
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Solder.—This material is moving in 
good volume. Prices are considered at- 
tractive. Some demand is seen for com- 
mercial solder. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago Waryranted 50-50 solder in full cases, 
23e. 1b.; smiall lots 25e. lb.; commercial half 
and half solder, le. to per |b. less than 


warranted solder, the differential varying 
according to grade. ‘ 


Sash Cord.—Manufacturers contend 
that at present prices they are barely 
breaking even. They have a fair volume 
of business booked. Demand is expected 
to increase. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Standard grade No. 7 sash cord $7.50 
doz hanks; No. 8, $8.95 doz hanks. , 

Stove Boards.—Jobbers are soliciting 
future orders. 

We quote from jobbers’ stocks, f.o.b. Chi- 
a Wood lined crystal stove boards, 24 x 

* doz.; 26 x 26, $16.50 per doz.; 
per doz.; 30x 30. $21.30 per 
$25.50 per doz.; 36x 36, $30.50 





doz.; 33 x 33, 
per doz. 
Wheelbarrows.—Garden barrows are 
in demand and should be a good item 
with the retailer for the coming weeks. 
Prices, it is said, are not apt to go lower 
soon as reductions of importance were 
made a few weeks ago. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Common wood barrows, $4 each: con- 
tractors’ steel] tray angle leg barrows, $7 to 
$9 each. according to equipment; angle steel 
leg garden barrows, $6.50 each: No. 4 tub- 
ular barrows, $8 each. 

Washing Machines.—Spring is bring- 
ing good interest and a nice volume of 
business in washing machines. Prices 
are unchanged. 

Wire Goods.—Sales are materially in- 
creased over a month ago and growing 
volume is looked for. 

We quote from jobbers’ stocks, f.0.b. Chi- 
cago: Barbed wire galvanized, $4.85: No. 8 
black annealed wire, $4 black painted wire 
cloth, 12 mesh, $2.50 per 100 sq. ft. Poultry 
netting, f.o.b. Chicago, no dating, galva- 
nized before weaving 40-10 per cent off, 
galvanized after weaving 40 per cent off. 
Catch weight spool galvanized cattle wire. 
$4.85 per 100 Ibs.; 80-rd spool galvanized 


hog wire, $4.20 per spool; No. 8 galvanized 
plain wire, $4.70 per 100 Ibs. 


safe as is possible. Some jobbing sales- 
men are kicking about business, but 
most of them are so occupied in scratch- 
ing up orders they have no time to 
stand around and find fault with busi- 
ness. This fact is still reflected in the 
number of orders turned in daily to 
local wholesale houses. Individual 
orders continue to reflect hand-to-mouth 
buying, nevertheless. 

For the first time in several weeks it 
begins to look as though the building 
hardware business might pick up won- 
derfully within the next month or two. 
For about two months the local builders 
and their employees have been at odds 
regarding wages and working condi- 
tions. The eyes of New England have 
rested on Boston as a result of this con- 
troversy, for it is believed the building 
future depends to a very large extent on 
developments here. There is every in- 
dication that the unions have been 
beaten. Building jobs that were held up 
on account of the strike have been, in 
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almost every instance, resumed and the 
union officials, failing to win the strike 
for their members, are trying to pass 
the buck to the employees. It really 
looks as though the whole situation will 
be ironed out within a week or ten days. 
In that event it is believed there will be 
a pronounced revival in New England 
building, and if such should prove the 
case, it will most certainly be reflected 
in the demand for builders’ hardware. 

Although the gross sales for March 
of the average local jobbing house will 
run ahead of those for the correspond- 
ing period last year, such concerns are 
awake to the fact it is time to make 
some readjustment in working forces, 
if they already have not. In almost 
every instance it is found the spread 
between gross sales and net profits are 
growing alarmingly smaller because of 
overhead. The very nature of business, 
that is, the obligation to handle a very 
large number of orders, which in the 
aggregate show up so well, is in itself 
expensive. In casting about for the rem- 
edy, the first thought that comes into 
the head of the jobber is that he must 
reduce his working force and secure 
more work from those retained on the 
payroll. A reduction in wages is seldom 
considered, although there is plenty of 
help obtainable at less money than is 
being paid clerks, salesmen, etc. The 
most general feeling is that the employ- 
ees should do more work than they have 
in the past few years. 

Ash Sifters.—One of the leading east- 
ern manufacturers of safety ash sifters 
has issued a new price list which shows 
a reduction of approximately 10 per 
cent. 

Barrows.—The demand for garden 
and other barrows appears to have let 
up a little, presumably because those 
retail dealers who are out of stock have 
covered their requirements. There is, 
of course, more or less stock moving out 
of store each day, but the going busi- 
ness appears to have settled down to 
filling-in orders from those dealers less 
able to anticipate wants earlier. In so 
far as local jobbers are concerned, 
stocks are far from excessive, for they 
bought sparingly from the manufac- 
turer, depending on being able to pick 
up odds and ends as necessity demanded 
later in the season. 

We quote from jobbers’ stocks: Garden 
barrows, standard makes, good quality, No. 
3, $7.50 each; No. 5, $7.85 each; No. 4, $6.50 
from the store or $5.75 from the factory. 

Bicycles.—Retail hardware dealers 
are getting out their stocks of bicycles 
into windows or near front doors and 
before the eyes of young America. A 
bicycle, at about this time of the year, 
to the average boy without one, looks as 
a million dollars to the father. The 
efforts of the retail dealer are begin- 
ning to meet with success, as the new 
bikes on the streets attest. 

We quote from jobbers’ stocks: Bicycles, 
Westfield Mfg. Co. makes, men’s, $40.50 
each; women’s, $42 each; truss bar, $42 
each; boys’, $38 each; girls’, $40 each. 

Chisels.—One of the leading manufac- 
turers of a popular selling line of chisels 
is out with a new list which shows an 
average reduction of 10 per cent. Some 
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local jobbing houses profess to be hav- 
ing difficulty in securing chisels on order 
since the first of the year, but the rank 
and file are not troubled that way. As 
a rule, the shoe is on the other foot. 


Cultivators.—An acre or two of land 
and a strong desire to plant something 
on it isn’t worth a great deal unless one 
has a cultivator along with that idea. 
It is believed there will be a greater 
acreage devoted to gardens this year 
than ever before in the history of New 
England. If such should prove the case, 
it is reasonable to assume that culti- 
vators will be needed. Presumably 
many retail hardware dealers are work- 
ing on this theory. At least, orders 
received of late by the Boston jobbing 
hardware trade would seem to indicate 
this fact. 

We quote from jobbers’ stocks: Midget, 
$4.20 per doz.; three-prong cultivators, $8.40 
per doz.; five-prong cultivators, $11.40 per 
doz. 

Drills.—The retail demand for drills 
continues fairly good, all things consid- 
ered. It has been better since the local 
automobile show than before. Jobbers 
are not buying any more drills than they 
actually are obliged, unquestionably due 
to a general belief that prices will be 
lower rather than higher. This bleief 
possibly has its foundation in the fact 
that goods are offered at attractive 
prices. We hear of instances where 
drills, ordered some time ago by English 
concerns, have been brought back across 
the Atlantic and are offered by a New 
York broker at less than manufactur- 
ers’ lists. Jobbers feel it is hardly rea- 
sonable to assume the market will be- 
come steady until the great many sur- 
plus stocks have been cleaned up. New 
England drill manufacturers are less 
active than they were a month ago. 

We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 14-in., tap- 
ered and straight shank, 40 per cent dis- 
count; bit stock drills, 45 per cent discount; 
center drills, 40 per cent discount; drills and 
countersinks combined, 10 per cent discount; 
ratchet drills, list; wood boring brace bits, 
40 per cent discount; high speed, wire gage 
and letter sizes, plus 10 per cent; straight 
and tapered shank, 1/16 to %-in., plus 20 
per cent; 33/64 and larger, plus 20 and 10 per 
cent; all other kinds of drills, 40 per cent 
discount. 

Reamers.—Bit stock, 20 per cent discount; 
bridge square and T S standard makes, 55 
per cent discount; chucking, 20 per cent dis- 
count; tapered pins, No. 00 to No. 5, 40 per 
cent discount; No. 6 and@ larger, 25 per cent 
discount; egcutcheon pins, 30 per cent dis- 
count; shell fluted rose and socket reamers, 
list. 

Emery Cloth—There has been a 
further downward revision in local job- 
bing prices on emery cloth, the market 
now being quoted on a 10 per cent dis- 
count from list basis. 

Files.—The aggregate sales of files is 
fairly satisfactory, although many 
orders for broken packages are being 
received by jobbers from day to day. 
Local stocks are in excellent condition 
and prompt deliveries can be made. In 
so far as can be learned, prices remain 
steady and unchanged. 

We quote from jobbers’ stocks: Files, 
Nicholson and Black Diamond, 50 per cent 
discount; Great Western Arcade, American, 
60 per cent discount; Swiss, list net; Chelsea 


hand cut, list plus 20 per cent. Rasps— 

Heller, 75 per cent discount; Superior, 75 

and 10 per cent discount. 
Horseshoes.—We quote from jobbers’ 
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stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Vermont, 
Massachusetts and Rhode Island points, 
$7.50 per keg base. Base prices are for 
No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$7.25 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weights, $12.50 per 
keg; track side weights, $12.75; toe weights, 
$11.25; steel shoes, $9.75; toe creased, $8.25: 
side wear, $10 25; caulked, $9.75; extra light 
caulked, $10.75; iron countersunk, $8.75; 
steel countersunk, $10.50; tips, $9.75; light 
driving, $9.75; featherweights, $9.75; mule, 
$8.30; all assorted shoes, 50c. per keg extra. 

Welded Toe Caulks.—Dull, $2.25 per box: 
sharp, 2.50; blunt heel, $2.50; sharp heel, 
“40. 

Grass Shears.—The local market for 
grass shears is on a sound foundation. 
The demand for this class of merchan- 
dise was unusually early this year, be- 
ing hastened, no doubt, by the fact that 
it will be necessary to trim the green 
grass on many New England lawns 
within the next fortnight if present 
weather conditions continue that long. 
As a result of this early buying, a 
material reduction in local jobbing 
stocks is noted, and prices consequently 
are on a firm basis. 

We quote from jobbers’ stocks: Grass 
shears, Diston, No. 1105-7 $11.45 per doz.; 
other makes from $3.12 to $9 per doz., ac- 
cording to quality. 

Hedge Shears.—Hedge shears have 
been selling remarkably well for this 
season of the year, but some of the job- 
bers feel it has only set in; that the-big 
movement out of local stocks has just 
started Many of the retail dealers, be- 
cause of their inability to secure hedge 
shears when they wanted them, worried 
through the season last year with what 
they happened to have on hand, con- 
sequently retail stocks, generally speak- 
ing, were reduced to a minimum. 

We quote from jobbers’ stocks: Hedge 
shears, 6-in., $1.20 each; 9-in., $1.75 to $2, 
according to quality. 

Hoists.—A line of chain hoists for 
which there normally is a good market 
has been reduced about 5 per cent, and 
local jobbing quotations have been re- 


vised accordingly. 


Hose.—Although it is a little early in 
the season, orders for rubber hose are 
beginning to come into this market, and 
jobbers are quite encouraged. The im- 
provement in market conditions, accord- 
ing to manufacturers, is not local. In 
fact, buying from other sections of the 
country has been heavier than in New 
England. 


We quote from jobbers’ stocks: Cotion 
hose, 50-ft. lengths, Merritt, %-in., lsc. 
Rubber hose, 50-ft. lengths, Commercial, 
5g-in., 10%c.; Leader. %-in., 1llc.; %-in., 
12c.; Olympic (wire wound), 5g-in., 13'2¢.; 
Good Luck, 5%-in., 14c.; Milo, 5-in., 15%2c.; 
Bull Dog, %-in., 18c. per ft. In 25-ft. 
lengths add Wc. per ft. 


Lawn Mowers.—The indications of an 
early season have started sales of lawn 
mowers, retail stocks of which, gener- 
ally speaking, are small. While prices 
are high as compared with those 
quoted several years ago, they are not 
out of proportion with hardware in 
general, and, for that reason, a good 
season is anticipated. 

We quote from jobbers’ stocks: Low- 
grade lawn mowers, 14-in., $7 each: 16-in., 
$7.35; medium grade, ball bearing, 1'-in., 
$9.90 each; 18-inch., $10.45; better grades, 
ball bearing, 5 blade, 14-in., $17.05; 16-in., 
$18.15; 18-in., $19.25; 20-in., $20.35. 
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Pencils—A manufacturer of carpen- 
ters’ and other kinds of pencils is out 
with a new list, which shows a general 
decline of approximately 5 to 10 per 
cent. Local jobbing prices have been 
revised. 

Pipe Cutters——The demand for pipe 
cutters is unusually good. One of the 
leading Connecticut manufacturers re- 
ports he is far behind on deliveries. He 
attributes the demand to the fact that 
in 1920 it was difficult to secure pipe of 
all kinds, and for that reason plumbers 
and other users of cutters were obliged 
to economize in pipe accessories. This 
year pipe is more plentiful and lower in 
price, as well as in greater demand. 

Pliers.—Conditions governing the 
market for pliers are just the reverse of 
what they were a year ago. In 1920, the 
manufacturers were hopelessly behind- 
hand on orders, and hardware jobbers 
and retailers were without certain kinds 
of stock most of the time. This year 
the market seems to be more liberally 
supplied. 

Poultry Supplies.—The fact that there 
has been a material reduction in the 
price of eggs apparently has had no in- 
fluence on the market for poultry sup- 
plies of all kinds. Eggs evidently are 
not the only things that people consider 
in purchasing poultry supplies. For in- 
stance, retail hardware dealers have 
been told by customers that they are 
buying incubators, etc., because of the 
price of meats. With the low cost of 
grain, corn and oats selling at the 
lowest price since 1913, and with chicken 
selling at 42c. to 45c. a pound in the 
markets, people feel that they can raise 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, March 28. 

YAREFUL inquiry shows that price 
A and operating conditions in the 
heavy iron and steel trades this week 
are not any worse, but if anything, are 
somewhat better. Steel mills report 
that orders are a little more numerous, 
but are still almost entirely for small 
lots to meet urgent needs, and have 
so far not been large enough to bring 
about any increase in general opera- 
tions. In fact, there has been further 
falling off in operations of the sub- 
sidiary blast furnace and steel plant 
companies of the Steel Corporation, 
and indications are that there will be 
still further falling off in this direction 
in the near future. As an illustration of 
how business is slowing down with the 
Steel Corporation interests, we can say 
that at present the Carnegie Steel Co., 
which has a total of 59 blast furnaces, 
is operating only 25 of these, and in 
finishing steel mills, is down to about 
50 per cent operation. The great fall- 
ing off in the Steel Corporation plant 
activities is explained by the fact that 
when the present depression in the 
steel trade started, the Steel Corpora- 
tion was well filled up with business 
for some months ahead, but new busi- 
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enough chickens to sell and for them- 
selves to materially reduce the cost of 
living. 

Revolvers.—The demand for all kinds 
and makes of revolvers holds up strong, 
and local jobbing houses, in some in- 
stances, are having more or less diffi- 
culty in securing enough stock to fill 
orders. According to the manufactur- 
ers in this section of the country, the 
demand is universal, which explains in 
deliveries 


part why are not more 
prompt. 

We quote from jobbers’ stocks: Revolv- 
ers, cheap grades, 22 and 32 caliber, $4.25 
each; Automatic, $7.75 base, with usual ex- 
tras; Iver Johnson, $10 base, with usual 
extras; Belgian automatic pistols. 25 caliber, 
$12 each; 82 caliber, $12.50 each; Savage, 


$19.25 each. 

Rope.—While business is by no means 
brisk, a considerable tonnage of rope is 
being moved out of stock weekly by the 
local hardware jobbers. During the 
war the pleasure boat industry was un- 
able to give much attention to public 
demands, and the government discour- 
aged rather than encouraged the pur- 
chase of yachts, etc. Since the war, 
the recovery in the pleasure boat in- 
dustry has been slow, but this year it 
appears to have gotten under way 
quickly, and indications are that it will 
be back on a normal basis before the 
end of spring. This fact undoubtedly 
accounts for the local sales of rope. 


We quote from jobbers’ stock: Manila 
rope, 22c. per lb.; sisal rope, 17c. per Ib., 
base. 


Sadirons.—A slight advance is noted 
in one of the leading makes of asbestos 
sadirons. 


Stanley Works Goods.—Local jobbing 
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ness in the meantime has been light, 
and its orders have been pretty well 
filled, and the Steel Corporation finds it 
necessary to slow down very much in 
output. The Carnegie Steel Co. has 
closed its Farrell, Pa., blast furnaces 
and steel works, and they will remain 
idle until there is betterment in the 
steel trade. 

Until recently, the National Tube 
Co., also a subsidiary of the Steel Cor- 
poration, has been operating to prac- 
tically 100 per cent, owing to the heavy 
orders it had on its books, but the 
company is catching up rapidly on these 
orders, and last week shut down one 
large plant tight, and it will likely be 
closed for some time. 

The above are the unfavorable fea- 
tures of the situation in heavy iron 
and steel, and the favorable develop- 
ments are that sheet mills rolling ma- 
terial for the automobile trade say they 
are getting more orders for steel sheets 
and other products that go into auto- 
mobiles than for a long time, and there 
has, undoubtedly, been some revival in 
business in the automobile industry, 
and more is expected as the nice 
weather gets closer. When the good 
weather comes, the owner of the car 
feels the demand on him to get out the 
car again, that has, perhaps, been in 
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prices on the Stanley Works line of 
strap and T-hinges, butts and shelf 
brackets have been reduced 10 per cent. 
A similar reduction was announced by 
the company some time ago, but full de- 
tails were lacking, according to the 
jobbers here, which accounts for there 
being no change in the local market un- 
til now. 

Steel Goods.—The movement of hoes, 
rakes, forks, shovels, ete., out of local 
stocks justifies the statement made 
earlier in this report that the demand 
for garden tools is premature. In fact, 
more steel goods have been moved out 
of Boston within the past fortnight 
than noted in any previous correspond- 
ing period for several seasons. Even 
when war gardens were in vogue the 
movement out of local stocks was not. 
very much greater than it is today. 

Wringers.—An advance of about 10 
per cent in Brockton wringers is an- 
nounced, jobbers now quoting at $44.50 
per dozen, net. Local quotations on 
other kinds are unchanged. Local stocks 
are in fairly good condition, but bid fair 
to be much smaller within the near 
future, if one can judge by orders being 
received from day to day. 


We quote from jobbers’ stocks: 
wringers, No. 1, $54 list per doz.; No. 2, $30; 
No. 3, $42; No. 0, $72. Discount 30 per cent. 
Brockton wringers, $41.50 per doz. net. 


Mop 


The Chicago office of the McKinney 
Mfg. Co., Pittsburgh, Pa., has moved 
into larger quarters in the Wrigley 
Building, taking over Room 702. A new 
Chicago warehouse located at 569 East 
Illinois Street was opened at the time 
of the removal. 


storage a good part of the winter, and 
he always finds that he needs more or 
less equipment for his car before he 
feels that it is ready for the summer 
and fall campaign. From Detroit comes 
the information that some of the more 
prominent dutomobile builders there 
are getting busier, and have lately re- 
instated some small contracts for auto- 
mobile sheets that had been held up 
when the automobile trade started io 
slow up last fall. Also there is a little 
more doing in the structural steel trade, 
which has been very dull for some 
months. These slight betterments may 
be only temporary, but they show that 
business is still going on, and that in 
spite of the great depression, the coun- 
try is still going ahead, and is using 
up steel and all other lines of products. 

The news of the week in the hard- 
ware trade is more encouraging in 
every way than in heavy iron and steel. 
A leading local jobber reports that his 
sales in February, in volume of orders 
and shipments, were larger than in the 
same month last year, but in dollars 
and cents were a little less, this being 
explained by the fact that the average 
prices on hardware are probably 25 
per cent less than at this time last 
year. 

The goods that are usually in demand 
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in spring are moving out in good 
volume, these including seeds, garden 
tools, lawn mowers, clippers and other 
similar lines. The cultivation of home 
gardens this year promises to be more 
intensive than last year. A good many 
men are now out of work, and in order 
to put in their spare time, and at the 
same time raise some vegetables for 
the table, they will put in gardens, 
and will have to buy some equipment 
for them. Several local deaters re- 
port that their sales of the above 
named goods so far have been ahead of 
last year. 

Building operations in the Pittsburgh 
district are also looking a little better. 
While wages are much higher than 
they should be, in view of the lower 
costs of living, other building materials, 
such as cement, lumber, builders’ hard- 
ware and other goods have declined 
greatly in price, and building costs 
locally are said to be from 15 to 20 
per cent less than at this time last 
year. The high rents that dwelling 
properties are bringing are an induce- 
ment to build houses, and right now 
more duplexes, apartments and single 
houses are under way in Pittsburgh 
than for several years. If the car- 
penters, bricklayers, stone masons and 
other building labor will agree to ac- 
cept lower wages from May 1, when 
the present wage scales expire, then 
a good sized building movement is ex- 
pected here. 

Jobbers report that their salesmen 
are sending in good healthy orders for 
spring goods, and report there is more 
optimism in the country trade than for 
some time. 

Summed up as a whole, the outlook 
is distinctly better in practically all 
lines of trade, and the belief is gen- 
eral that the worst is over and that 
from this time on there is going to be 
steady betterment. 

Ammunition.—This is out of season 
now, but there is a fair amount of new 
orders. Prices on most grades are 
lower, and it is expected that by fall 
when the real demand for guns, am- 
munition and accessories starts, deal- 
ers are going to have a lively trade. 


Automobile Accessories.—The local 
market on these goods is unsatisfac- 
tory, both from demand and price 
standpoint. Retail prices are irregular. 
Last week, in Pittsburgh, two of the 
largest department stores held their 
annual sales of accessories, and on 
many lines of the cheaper goods prices 
were below what jobbers have to pay. 
On the standard lines of automobile 
accessories, prices are holding fairly 
firm, but the very low prices named 
by the department stores on the cheap- 
er lines are an inducement to many 
users to buy them, and this hurts the 
sale of the better goods. 


Axes.—There is only a fair demand, 
and jobbers and retailers are keeping 
their stocks low in view of further ex- 
pected lower prices on some makes. 
Jobbers quote from store about as 
follows: 


Jobbers quote single bitted, first quality 
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axes at $16 per doz., and first quality, 
double bitted, $22.50 per doz. 


Builders’ Hardware.—In order to 
stimulate new building, and at the same 
time bring about a better demand for 
their goods, makers of all lines of 
builders’ hardware have made a second 
general reduction of 10 per cent in 
prices, and this has been passed on to 
the retailer by the jobbers. 

Chain.—The demand is said to be a 
little better, but prices are only fairly 
firm. Competition among the leading 
makers is more keen than for many 
months, and when a desirable order 
comes in the market, usually low prices 
are named. It is said that on some of 
the more common grades of chain, 
prices being named in some cases show 
little or no profit to the maker. In 
large lots, makers are quoting about 
as follows: 


Proof 
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— st 


W399 00 co Co coro Swe 
ACOWeINSdwUNYwHTD 
ASNASSONSASAA 


Copper Products.—Trade in these 
goods has slowed down further, and 
none of the four mills that make cop- 
per goods is running to more than 50 
per cent of capacity, if that much. 
The falling off in the building trade 
has cut down the demand very much 
for copper conductors, eaves troughs 
and other copper goods that go into 
building construction. Prices are being 
more or less shaded, and the immediate 
outlook for the copper products trade 
is not encouraging. For large lots we 
quote: 

Quantity prices, mill lots: Copper wire 
rods, black net, 14.00c.-14.50c.; copper wire, 
net, 15.75c.; copper sheets, 21.25c.; copper 
in rolls, 20.25c.; copper bottoms, 29.75c.; 
copper rods, round, 19.50c.: copper rods, 
square and rectangular, 20.25c. 

Cc. G. Hussey & Co. quote copper conduc- 
tor pipe to the large trade at 40 and 10 and 
5 off list; elbows and shoes, 10 per cent off 
list; copper nails, base, 27c. per lb., with 
usual extras. } 

Emery Cloth.—One leading interest 
bas made a further cut of about 5 
per cent, and general prices are none 
too steady. 

Galvanized Ware.—Prices are un- 
steady, and in a general way are about 
5 per cent lower. The declines in prices 
on galvanized ware have been heavy, 
and have been caused by the low prices 
being named on galvanized sheets by 
nearly all the mills. 

Garden Tools.—The trade in these 
goods is starting up, and dealers re- 
port their sales in the last two or three 
weeks have been quite heavy. The past 
vinter was so mild that there was prac- 
tically no frost in the ground, and 
gardening this year will be started a 
good deal earlier than usual, in fact, 
in many places has already got a 
good start. Prices on most lines of 
garden tools are about the same as 
last year, and are not expected to show 
much change. 

Incubators and _ Brooders.—Dealers 
in these goods report they are having 


March 31, 1921 


a good volume of business, many 
families, owing to the great decline in 
prices of chicken feed, having again 
bought a few chickens to start with, 
and will get into it heavier in the fall. 
The discount on the Buckeye line of 
brooders and incubators remains at 30 
per cent off list, f.o.b. Pittsburgh. 
Many people that are out of work are 
getting back to the farm, and this 
means that the chicken business is 
going to have more people in it in the 
future than for a long time. 


Ice Cream Freezers.—Prices of ice 
cream freezers are unchanged. The 
demand so far for freezers has been 
quiet, but will, no doubt, be better 
when the real warm weather comes. 


Iron and Steel Bars.—There is little, 
if any, betterment in the demand for 
either iron or steel bars, none of the 
mills that roll bars working to more 
than 50 per cent of capacity, some are 
running less, and others are closed, 
waiting until enough orders accumulate 
to warrant starting up again. Prices 
are soft, soft steel bars in large lots 
ranging from 2c. to 2.35c. at mill. 
Current orders are only. for small lots 
to meet actual needs. Jobbers quote 
from stock to the small trade about 
as follows: 

Poultry Netting and Wire Cloth.— 
There is a more active demand, and on 
wire cloth there promises to be a 
shortage in the supply, as makers are 
now behind in shipments, and dealers 
are urged to get their orders in as 
early as possible. Prices are quite 
firm, and jobbers quote as follows: 


Poultry netting, 45 per cent discount f.o.b. 
Pittsburgh for mill shipment and 40 to 40 
and 5 per cent discount for shipment from 
stock for galvanized weaving black wire 
cloth, $2.75 per 100 sq. ft. for shipment 
from stock, and $2.50 f.o.b. Pittsburgh for 
mill shipment; white metal and galvanized 
wire cloth, $3 per 100 sq. ft. for mill ship- 
ment and $3.25 for stock shipment; bronze 
wire cloth, $9.25 per 100 sq. ft. 

Paints.—As noted in our report last 
week, there has been quite a revival 
in the demand for paints and painters’ 
supplies, dealers reporting their busi- 
ness having shown a large increase in 
the past two or three weeks. Prices 
are quite firm and on the leading goods 
are as follows: 


Standard grades of ready mixed paints 
are now sold at $4.25 per gal., a reduction 
of 25 cents; linseed oil is 78c. per gal., in 
barrels, a reduction of 2c. per gal.; tur- 
pentine is 71lc. per gal., a reduction of 2c., 
and white lead is $13 per 100 Ib. 

Stucco 4-in. brushes are sold at about $4 
each at retail. Putty is sold at $1.25 for 
12% Ib. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are sold at $3.10 
per gal., medium grades at $3.50 and high 
grades at $3.75 per gal. 

Refrigerators. — The reduction in 
prices made recently, averaging from 
10 to 12% per cent over last year’s 
prices, has stimulated the new demand, 
and dealers say that refrigerators are 


moving out in fairly good volume. 


Sheets. — More encouragement is 
found in the present market on sheets 
than for a long time. The leading auto- 
mobile makers are reported as getting 
busier, and some orders for high grade 
and electrical sheets, that were held 
up some months ago, have been rein- 
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stated, and the mills are now turning 
these out. As yet there has been no 
increase in activity of the sheet mills, 
this being due to the fact that the 
mills have had fairly heavy stocks on 
hand right along. Black sheets, box 
annealed, range from 3.85c. to 4c, at 
mill, in large lots, while galvanized 
range from 4.75c. to 5.70c., the latter 
being the price of the American Sheet 
& Tin Plate Co., in large lots to lead- 
ing consumers. Jobbers charge the 
usual advances over these nrices for 
small lots from store. 
Wire Products.—Orders 


for wire 
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nails, and on most grades of wire, are 
svill for small lots to meet current 
needs. The independent mills are quot- 
ing bright nails and plain annealed 
wire at $3 per 100 lb. at mill, and 
cement coated nails at about $2.60 at 
mill, these prices being for carload or 
larger lots to the jobbing trade. Job- 
bers are charging from $3.40 to $350 
for wire nails in small lots for delivery 
from store. There is no trouble now in 
getting prompt deliveries from the 
mills in either wire nails or wire. but 
stocks being carried by the jobbers and 
retailers are light. 


CINCINNATI 


Office of HARDWARE AGE, 
604 Mercantile Library Building, 
Cincinnati, March 26, 1921. 
aS continues to improve in 
the hardware market, and the 
month of March to date is running 
nearly up to last year in volume. Jop- 
bers report that despite the general 
business depression, sales are running 
ahead of the same period of 1918 and 
1919, and, discounting the spring of 
1920 as a somewhat abnormal period, 
are well satisfied with conditions as 
now existing. 

Dealers report business as very good 
so far this season. In the outlying 
sections of the city dealers report their 
sales fully equal to the same months 
of 1920, though in the downtown sec- 
tions this cannot be said to be the case. 
Dealers catering to the farming trade 
are well satisfied with the volume of 
orders being placed, but those -having 
a large factory supply business report 
that their sales are averaging only be- 
tween fifty and sixty per cent of the 
same months in 1920. 

While the price situation continues 
its downward trend, the number of 
changes during the past fortnight has 
been the smallest reported in any simi- 
lar period since the first of the year. 
While some sections of the trade feel 
that the prices of goods will eventually 
go somewhat lower than they are at 
present, they look for this situation 
to come about gradually. They feel 
that a drastic cut in prices, without 
regard to manufacturing costs, would 
only have a tendency to demoralize 
the market, and point to several in- 
stances where this has already hap- 
pened. At any rate, the process of 
deflation, proceeding gradually as at 
present, is giving the merchant an op- 
portunity to liquidate high priced 
stocks without having to suffer a heavy 
loss at a time when conservation of 
resources is necessary in order to tide 
over the present unsettled period. 

Greater confidence on the part of the 
retailer is noted. Where orders form- 
erly were being placed for one or two 
articles, six to a dozen are now being 
taken. However, an exception to this 
general rule is noticed in the case of 
wire nails, orders for which are being 
held down to a minimum. Dealers dur- 
ing the past year had become so accus- 
tomed to being rationed on nails that 


they are continuing to take goods only 
as they are urgently required. 

Axes.—Sales are fair. While there 
are rumors that price reductions will 
be maue nothing definite has come 
from manufacturers to confirm these 
reports. Jobbers continue to quote: 

3% |b. hanaled bitted, 
$22.75 per doz. 

Aluminum Ware.— Sales continue 
fairly good. No further price changes 
are reported. 


Automobile Accessories. — Continual 
improvement in the demand for ac- 
cessories is reported by jobbers han- 
dling this line. Fine weather during 
the two weeks past has given the ac- 
cessories end of the hardware trade a 
big boost, and this is expected to coa- 
tinue. Fenders, radiators and tire 
carriers are moving nicely, and tires 
are beginning to show more activity. 
Repair business is booming and sales 
in this quarter have been excellent. 
The feeling in the automobile acces- 
sories trade is more buoyant than it 
has been since last fall, and dealers 
are gradually getting over their hesi- 
tancy in placing orders for goods other 
than those urgently needed. While 
there has been some slight price re- 
ductions, these have been insignificant, 
and guarantees against declines are 
still being made by quite a number of 
manufacturers. 

Baseball Goods.—The fine weather of 
the past two or three weeks has stimu- 
lated a demand for baseball goods, and 
dealers handling this line report busi- 
ness very fair. 

Builders’ Hardware.—Business con- 
tinues good in the builders’ hardware 
line, but the expected big boom has 
not yet materialized. This does not 
mean, however, that building construc- 
tion is at a standstill, for this year 
to date there has perhaps been more 
permits granfed than for any similar 
period since before the war. Many 
building projects are still being held 
up until promoters are satisfied that 
stable conditions will prevail for the 
summer season at least. No further 
price changes are reported in builders’ 
hardware, and none are expected to de- 
velop within the next few months at 
any rate. 

Bolts and Nuts.—There are rumors 
in circulation that prices on machine 


axes, single 
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bolts and nuts will be reduced approxi- 
mately 10 per cent within the next 
week or so, but so far no intimation has 
been received from manufacturers that 
would tend to confirm the report. 
Sales are fair, but the number of 
manufacturing plants running short 
time has naturally had a tendency to 
cut sales down to approximately 50 per 
cent of the volume noted at this time 
last year. Prices are unchanged from 
last report, jobbers quoting as follows: 

Machine bolts, and 10 


small sizes, 50 


off; larger sizes, 45 and 10 off; carriage 
boits, sisall sizes, 45 and 10 off: :arger 
sizes, 40 and 10 off; stove bolts, 70 and 10 
off; semi-finished nuts, 9/16” and number, 
70 off; larger sizes, 50 and 1° off. 


Copper Sheets.—Sales are reported 
as excellent by jobbers handling this 
item. Prices have undergone several 
downward changes since last reported, 
and jobbers are now quoting soft cop- 
per sheets at 28c. lb. 

Drills.—There is some demand for 
high speed and carbon drills. Dealers 
are ordering only enough to last them 
over a period of thirty days. Local 
stocks are ig good shape. Prices are 
unchanged. 


Jobbers quote drills, both high 
and carbon, at 45 and 10 off list. 


Eaves Trough and Conductor Pipe.— 
The demand is brisk. No price changes 
are reported since the one mentioned 
in last report, applying only to eaves 
trough, and in the opinion of local job- 
bers, no further reductions are pos- 
sible untii high priced stocks in manu- 
facturers hands are worked off. Job- 
bers continue to quote: 


speed 


Eaves trough, 28-ga., 5-in. lap joint, 
single bead, $5.75 per 100 ft.: corrugated 
conductor pipe, 28-ga., 3-in., $5.75 per 100 

; 8-in. corrugated conductor elbows, 
$1.95 per doz. 

Files.—Sales are only fair, the gen- 





eral depression in the manufacturing 
industry no doubt accounting for the 
quietness in this line. However, there 
are some bright spots continually ap- 
pearing, and jobbers are confident that 
it will only be a question of time be- 
fore the demand is again normal. No 
further price reductions are reported. 


Jcbbers quote all makes of files at 50 
and 10 off list. 

Farming Tool Handles. — Dealers 
catering to the farming trade report 
business improving steadily, and a 
good season is looked for. No price 
changes are reported, and jobbers 
quote: 

D shovel handles, $7 per doz.; D spade 
handles, $475 per doz.; D manure fork 
handles, $6.60 per doz.; D spading fork 
handles, $6.60 per doz.; D ditch spade 
handles, $7.60 per doz.;: D scoop handles, 
°7.00 per doz.; long hay fork handles, 5% 
ft.. $4.85 per doz.; 6 ft.. $6.35 per doz.; 
7 ft., $9.50 per doz.; bent hay fork handles, 
5 ft., $4.85 per doz.; 5% ft., $5.75 per doz.; 


long manure fork 
socket hoe handles 


6 ft., $7.25 per doz.; 
handles, $4.25 per doz.; 


$3.25 per doz.: cotton hoe handles. 3.25 
per doz.; planter hoe handles 1%-in.. 
$4.60 per doz. The above prices are all 
for extra quality handles. 


Galvanized Ware.—The reduction re- 
ported in these columns two weeks ago 
as having been made on galvanized 
ware, amounted to approximately 5 
per cent, and applied only to carload 
shipments. Some of the local jobbers 
have reduced prices accordingly, and 
are now quoting: 

Galvanized pails, 


19-qt., $2.75 per doz.; 
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12-qt., $3.00 per doz.; 14-qt., $3.45 per doz.; 
16-qt., $4.25 per doz. Galvanized tubs No. 
0, $6.75 per doz.; No. 1, $8.30 per doz.; 
_ 2, $9.35 per doz.; No. 3, $10.85 per 
OZ. 


Glass.—The improvement continues, 
according to local jobbers, and sales 
are reported as excellent. Prices are 
unchanged, jobbers quoting: 

Single strength A, all sizes, 77 per cent 
discount; single strength B, 79 per cent 
discount. An aditiona!l discount of 5 per 
cent is allowed to box buyers. 

Ice Boxes.—Ice boxes are commenc- 
ing to move, and sales to date have 
been very satisfactory. Prices are ap- 
proximately 10 per cent lower than 
last year. Jobbers quote: 


No. 631, Snow White ice _ boxes, 
21 x 16 x 39”, $11.50 each; No. 632, 
23 x 17 x 41”, $14.35. 


Lanterns.—With the exception of 
contractors’ lanterns, this line is quiet 
at present. Jobbers have received in- 
timations from manufacturers that last 
year’s prices will continue in effect for 
this year, and orders are now being 
taken on this basis. 

Nails.—While there has been some 
improvement in the demand for wire 
nails, jobbers report that the tendency 
on the dealers’ part is to buy only 
from hand to mouth. Some difficulty 
is being experienced in getting up a 
stock of cement coated nails, shipments 
in some cases being some weeks over- 
due. Prices remain stationary, as fol- 
lows: 

Wire nails, $3.75 per keg, base; cement 
coated nails, $3.50 per keg, base; cut 
nails, $6.00 per keg, base. 

Oil Stoves.—Sales of oil stoves have 
been unusually good during the past 
several weeks. Prices on the whole ate 
unchanged. 

Ovens.—The Huenefeld Co., Cincin- 
nati, announces a reduction of approxi- 
mately 15 per cent on Boss ovens, the 
size formerly selling for $4.40 now be- 
ing quoted at $3.75. Corresponding re- 
ductions have been made all through 
the line. 

Screen Doors.—Screen doors are 
moving from jobbers stocks. Some 
dealers have carried over part of last 
year’s stock, and will not be heavy 
buyers this spring. Some manufac- 
turers advise that in order to be sure 
of getting their supplies, orders should 
be placed without delay. Prices in ef- 
fect last fall hold good for this season. 


Screws.—There is a fair demand for 
screws. A reduction of 10 per cent 
on lag screws is rumored, but nothing 
definite has come forward from manu- 
facturers. Prices are unchanged. 

Jobbers quote: Machine screws, 70 off: 
cap screws, 45 and 10 off, set screws, 59% 
and 10 off; lag screws, 50 and 10 off, 
wood screws, 70 and 20 off. 

Transom Lifters.——A _ reduction of 
approximately 10 per cent has been put 
into effect on some sizes of transom 
lifters. The 4% x 3-in. size is now 
quoted by local jobbers at 261c. each. 


Tools.—Some activity is noted in 
carpenters’ tools, but as a_ general 
thing machinists’ tools, on account of 
the slackness in the local machine tool 
field, are quiet, Prices show very little 
change from those previously pre- 
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vailing, though some readjustments 
have been made, and have been re- 
ported from time to time. 

Wire Cloth.—Some jobbers report 
that their stocks of wire cloth are not 
what they would like to have them at 
this season of the year. The demand 
is picking up nicely. Prices are un- 
changed, jobbers quoting: 

Black painted wire cloth, 12-mesh, $2.40 
per 100 sq. ft. 


Zine Oilers.—A reduction of 10 per 
cent has been put into effect by local 
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Office of HARDWARE AGE, 

3725 Colfax Avenue South, 

Minneapolis, Minn. 
March 24, 1921. 
(ae improved conditions are 
marking time awaiting settlement 
of labor conditions with the railroads 
and packers. Decisions reached in 
these cases will affect the future ma- 
terially. 

Jobbers and dealers advise that sales 
remain about the same and that im- 
provement is not as noticeable as a 
few weeks ago. 

Dealers and jobbers handling paints 
report a very fair volume of business 
and that the season opened earlier than 
usual. 

Manufacturing conditions throughout 
this territory show very little improve- 
ment, if any. 

The most encouraging feature has 
been a substantial betterment in build- 
ing conditions during the past few 
weeks. 

Builders’ Hardware.—The outlook 
for sales of builders’ hardware is great- 
ly improved. Considerable estimating 
is being done and contracts are being 
placed. 

Axes.—Sales are only fair, and will, 
no doubt, continue slow during the 
summer season. Prices remain as last 
quoted. 


We quote from local jobbers’ stocks: 
Single bit, $17.25 per doz., base weights; 
double bit, $22 per doz., base weights. 


Brads.—Sales continue very light. 
Jobbers’ stocks are in good condition. 
Prices remain as last quoted. 


We quote from local jobbers’ stocks: 75 
per cent from standard lists. 


Bolts.—Demand remains very quiet. 
Even the drastic reduction in price has 
failed to stimulate demand on the part 
of the public. Prices remain as last 
quoted. 


We quote from local jobbers’ stocks: 
Small carriage bolts, 40-10 per cent; large 
earriage bolts, 45 per cent; small machine 
bolts, 50-10 per cent; large machine 
bolts, 50 per cent; stove bolts, 65-5 per 
cent; lag screws, 50-10 per cent. 


Churns.—Sales have shown some 
improvement, but the total volume is 
small. Prices remain as last quoted. 


We quote from local jobbers’ stocks: 
Pelle churns at 45 per cent from standard 
lists. 


Eaves Trough, Conductor Pipe and 
Elbows.—Business continues of small 
volume, but should improve very 
shortly. There has been a reduction 
in prices. 

We quote from local jobbers’ stocks: 
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jobbers on zinc oilers. 

Lawn Mowers.—Jobbers report sales 
of lawn mowers very satisfactory. 
Manufacturers are .running day and 
night in order to fill orders, and it is 
not expected that there will be any- 
thing like the shortage experienced 
last year. Prices are firm, jobbers 
quoting: 

Common lawn mowers, 12”, $6.00 each: 
14-in., $6.25; 16-in., $6.50; Medium Grade. 
ball bearing, 14-in., $9.50; in., $9.75; 


18-in., $10.00; High Grade, ball bearing. 
16-in., $14.25; 18-in., $14.75; 20-in., $15.25 
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Eaves troughs, 28-ga., 5-in. lap joint, sin- 
gle bead, $6 per 100 ft.; conductor pipe, 
28-ga., corrugated, 3-in., $6 per 100 ft.: 
elbows, 3-in., corrugated, $1.72 per doz. 
Files.—Retail sales show some im- 
provement, but are of very small 
volume. Prices remain as last quoted. 


We quote from local jobbers’ stocks: 
Nicholson files, 50-10 per cent from list; 
Riverside, 50-10-5 from list. 

Galvanized Ware.—Sales remain at 
a very low point and do not show much 
indication of improvement. Prices re- 
main firm. 


We quote from local jobbers’ stocks: 
Standard No. 1, galvanized tubs, $8 per 
doz.; standard No. 2, $9 per doz.; standard 
No. 3, $10.50 per doz.; heavy galvanized, 
No. 1, $20 per doz.; heavy No. 2, $21.50 per 
doz.; heavy No. 3, $23 per doz.; standard 
10-qt. galvanized pails, $2.80 per doz.; 
standard 12-qt., $3.08 per doz.; standard 
14-qt., $3.45 per doz.; standard 16-qt. stocks, 
$5.25 per doz.; standard 18-qt. stocks, $6.10) 
per doz. 


Glass and Putty.—Sales are rather 
light. Prices remain firm as _ last 
quoted. 


We quote from local jobbers’ stocks: 
Single, 76 per cent; double, 78 per cent from 
lists. Putty, $5.15 per cwt., commercial in 
bladders. 


Hose.—There is very little retail de- 
mand as yet. Jobbers report dealers 
very slow in ordering spring stocks. 
Retail demand is expected to be of 
average volume. Prices remain firm. 

We quote from local jobbers’ stocks: 
Competition, %-in., 3-ply, 10c. per ft.; 5- 
ply, rubber, %-in., 14c. per ft.; -in., cot- 
ton 13%c. per ft. 

Ice Cream Freezers.—Sales are very 
dull, as it is too early for retail busi- 
ness to develop. Prices remain as 
last quoted. 

We quote from local jobbers’ stocks: 
4-qt. White Mountain, $5.78 each; 8-qt. 
White Mountain, $9.45 each. 

Lawn Mowers.—Jobbers are now 
making shipments to dealers to meet 
their spring requirements. Prices re- 
main firm. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C, E and 
K, at 25 per cent from list. Riverside, ball- 
bearing, at $9.50 each. 

Milk Cans.—Sales are improving 
gradually and will probably reach a 
fair volume. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
Railroad milk cans, 5-gal., $3.40 each; 5- 
gal., $4.20 each: 10-gal., $4.45 each. 

Nails—Demand for nails has im- 
proved with increase in building activi- 
ties. No large volume has developed as 
yet. Prices remain as last quoted. 


We qvote from local jobbers’ stocks: 
Bright wire nails, $4.25 base; cement coated 
nails, $3.90 per keg hase. 
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Paper.—Jobbers report improvement 
in building paper sales. Sales are not 
of large volume. There has been a 
further reduction in price. 

We quote frcem local jobbers’ stocks: 
F.o.b. Barrett’s No. 2 tarred felt, $3.30 cwt.; 
Garrett’s threaded felt, 500-ft. rolls, $1.78 
per roll; Slater’s felt, $1.39 per roll. No. 20 
r dro sin, 60c. per roll; No. 25 red rosin, 72c. 
» v roll; No. 30 red rosin, 85c. per roll. 

I lanters.—Sales are improving with 
upproach of seeding time. Fair de- 
mand should develop. Prices remain 
as last quoted. 

We quote. from local jobbers’ stocks: 
Acme potato planters and corn planters, 
$11.25 each. 

Poultry Netting.—There is quite an 
improvement in both wholesale and re- 


tail demand for netting. Prices re- 
main firm. 
We quote from local jobbers’ stocks: 


Hexagon poultry netting, 40-10 per cent 


from standard lists. 

Rope.—The volume of business is 
increasing with opening of spring sea- 
son, although dealers and jobbers are 
keeping stocks at a minimum. Prices 
remain as last quoted. 

We quote from local jobbers’ stocks: 


Pure manila rope at 21%c. per Ib. base; 
pure sisal rope at 16%c. per Ib. - 


Sandpaper.—Sales show continued 
improvement along with increased 
building activities. Prices show no 
change. 


We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Garnet 
paper at $15 per ream. 


Sash Cord.—Demand continues of 
small volume although showing some 


improvement. Prices remain as last 
quoted. 
We quote from local jobbers’ stocks: 


Silver Lake No, 8 at 65c. per lb.; ordinary 
braided cotton, No. 8, at 38c. per Ib. 


Sash Weights.—Sales continue small, 
but will no doubt develop fair volume 


later in the ‘building season, Prices 
remain as last quoted. 
We quote from local jobbers’ stocks: 


$3 per cwt. 


Screen Doors and Windows.—Busi- 
ness is only fair. Retail demand has 
not developed. Prices remain firm. 
local jobbers’ stocks: 
Common screen doors, $29.40; fancy screen 
doors, $34.80 per doz. Window screens: 
Sherwood adjustable, 24-in., $9 per doz.; 
Wabash extension, 24-in., $7.70 per doz. 

Screws.—There is an increased de- 
mand for screws anda fair volume of 
business is expected to develop. Prices 
remain as last quoted. 


We quote from 


. quote from local jobbers’ stocks: 
Fit’ head bright, 75 per cent; round head 
blued, 70 per cent; flat head japanned, 65 
per cent; flat head brass, 65 per cent; round 
head brass, 62% per cent. 

Solder.—Solder market still remains 
dull, which has been reflected in fur- 
ther decline. 

We quote from local jobbers’ 
Half and half solder, 23c. per Ib. 

Steel Sheets—Demand continues 
unusually quiet, due to manufacturing 
conditions. Prices remain firm. 

We quote from local jobbers’ 


28-ga., galvanized, $7 per cwt.; 
black, $5.85 per cwt. 


Wheelbarrows.—There 


stocks: 


stocks: 
28-ga., 


is consider- 
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in 
Prices re- 


able improvement in demand and 
ability to get deliveries. 
main as last quoted. 


We quote from local jobbers’ stocks: 


Fully bolted wood barrow, $42 per doz.; 
No. 1 T tubular steel barrow, $7.50 each; 
No. 1 garden, $5.75 each. 


Wire Cloth.—Jobbers are now mak- 
ing shipment to dealers and retail de- 


mand is beginning to develop. An 
average amount of business is ex- 
pected. 

We quote from local jobbers’ stocks: 


Black, 12 x 12 mesh, $2.50 per 100 sq. ft.; 
alumina, 12 x 12 mesh, $3 per 100 sq. ft. 


Wire.—There is a noticeable improve- 
ment in sales of wire of all kinds. 
Dealers are now getting stocks into 
shape for spring trade. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80-rod spools, 
$3.62; galvanized cattle, $4.18; painted hog- 
wire, $3.88; galvanized hog, $4.46. No. 9 
black annealed wire, $4.35 per cwt.; No. 9 
annealed galvanized, $5.05 per cwt. 


Twin Cities Paint Market 
Minneapolis, Minn., 
March 17, 1921 
P= sales are improving as the 
spring season opens, and the usual 
volume of business is expected. In 
fact, with prices as they are business 
should be better than last year. 
Manufacturers and jobbers are now 
making spring shipments to dealers. 
Paint—Demand is improving, but 
orders so far are of small amounts. 
No price change. 
Turpentine—Sales show 
ment along with paints. 


improve- 
Price shows 


no change. 
We quote from local jobbers’ stocks: 
80c. in barrel lots. 


Linseed Oil.—Demand is still small, 
but will no doubt improve. Price shows 


no change. 

We quote from local jobbers’ stocks: 
Boiled, 4c. per gal.; raw, 82c. per gal.; 
barrel lots. 

Shellac_——Demand very dull, which 


has been reflected in a further reduc- 
tion of price. 


We quote from local jobbers’ stocks: In 
l-gal. cans, case lots: Orange shellac, 
$3.25 per gal.; white shellac, $3.50 per gal. 


Alcohol.—Demand continues light as 
for some time past. Price shows no 


change. 
We quote from local jobbers’ stocks: 
Denatured alcohol in barrel lots, 60c. per 


gal. 
White Lead.—Some spring goods are 
being shipped, but retail demand is 


small. Price remains as last. 
We quote from local jopbers’ stocks: 
$13.61 per ecwt. 
Employee-Bankers 


Forty-six employees of the Chandler 
& Farquhar Co., Boston, have gone into 
the banking business, having incorpor- 
ated the Chandler & Farquhar Credit 
Union. Harry B. Fowler is president, 
and E. G. Hodsdon treasurer. The 
shares of the credit union have a par 
value of $5, can be subscribed for in 
any amount, and can be paid for at 
the rate of 25c. a share or multiples 
each week. Deposits of not less than 
25c. are accepted. The bank already 
has applications for loans. 


New York Prices 


ELIEVING 


of seasonable articles, 


prevail in this 


section. 


it to be a matter of 

interest and possible guidance to 
our readers, we publish herewith a list 
together with 
tae dealers’ prices to the public that 
These are 
average prices arrived at as a result 
of a canvass of the Greater New York 


trade. 
Poultry Wire 
Sq. ft. 100 
2” Mesh 2 1% 
1” Mesh 3 2% 
Screen Wire 

Sq. Ft. 100 
Black 3% pa 
Galvanized 14 5 — 
Reg. Pearl 6 5% 
Copper 12 11 

Sq. Ft. 100 
15" Mesh 8 7 
4%” Mesh 10 7% 

Rakes 

Malleable 
16 55 
12 60 
14 65 
16 — 
Shovels 


No. 2 Polished round and sq. $1.50 ea. 


Hoes 
Garden Riveted $ .50 
Garden Steel .90 
Mortor — 1.25 
Galvanized Sprinklers 
6 qt. $ .85 
8 qt. 1.00 
10 qt. 1.25 
12 qt. 1.35 
16 qt. 1.75 
Spading Forks 
4tine MalleableD Strapped $1.25 
{tine WoodD - - L175 
Garden Spade 1.75 
Galvanized Pails 
8 qt. .29 
10 qt. 35 
12 qt. 45 
14 qt. 50 
16 qt. .60 
Gal. Refrig. Pan 
No.1 50 
2 .65 
3 15 
Sash Cord $1.00 hank 
Wire Nails $5.00 base 
Tar Paper 
1 Ply Felt $2.25 
2” te 2.00 
a 2.25 
Building 20 lb. 1.00 
Building 25 lb. 1.25 
1 Ply Roofing 2.00 
2 ” 2.75 
| a 3.25 
Roof Tins £0 Ib. 
Manila Rope .30 Ib. 
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Roll 
25% 
25% 


100 ft 
Roll 
$3.00 

4.50 
5.00 
10.00 


Roll 
6.00 
6.50 


Steel 
$1.00 
1.10 
1.20 
1.30 
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Metropolitan Election 


With the exception of the office of 
se@ond vice-president, the entire slate 
of officers was re-elected by the Metro- 
politan Hardware Association at its 
annual meeting held at the Hardware 
Club, 253 Broadway, New York, March 
25. The office of second vice-president 
had been vacant since the resignation 
of John M. Kohlmeier as president of 
the association in favor of Mr. Bed- 
ford more than a year ago. The officers 
for the ensuing year are: A. M, Bed- 
ford, New Rochelle, president; J. P. 
Landrine, Jersey City, first vice-presi- 
dent; R. J. Atkinson, Brooklyn, second 
vice-president; Arthur Shimel, New 
York, treasurer; W. F. Littell, Jr., 
Newark, secretary. The nominating 
committee consisted of Matthias Lud- 
low, H. A, Cornell, C. A. Bruhns, R. I. 
Capen. 

Reports of the banquet committee 
were read and adopted and reports 
from the member associations in the 
metropolitan section were also present- 
ed for record. 

E. R. Masback, as the guest of the 
association, was tendered a vote of 
thanks for his talk on some of the local 
problems that affect both the jobber 
and the dealer. Mr. Masback spoke 
about the function of the jobber as an 
economic factor in the field of modern 
distribution. 


W. R. Melcher, formerly Eastern 
manager of the Gemco Mfg. Co., Mil- 
waukee, Wis., is now connected with 
C. A. Shaler Co., Waupun, Wis. He 
will act in the capacity of special jub- 
bers’ service representative. Previous 
to his connection with the Gemco Mfg. 
Co., Mr. Melcher was with C. A. Shaler 
Co. 


R. G. Smith Tool & Mfg. Co., 
Newark, N. J., has moved from 315 
Market Street, to larger quarters at 
245-247 N. J. R. R. Avenue. 


Henry Hoeltge has resigned as West- 
ern advertising manager of _ the 
Plumbers Trade Journal, to become 
advertising manager of the Central 
Foundry Co., 90 West St., New York. 
Previous to 1917, Mr. Hoeltge was with 
the Central Foundry Co., leaving at 
that time to join the colors. 


BOOSTERS HOLD MEETING 


Believing that the hardware business 
would be benefited by its universal 
adoption, the New York Hardware 
Boosters went on record by an unani- 
mous vote, at their regular meeting 
March 26 at the Hardware Club, 253 
Broadway, that the traveling salesman 
should be paid on a straight commis- 
sion basis whenever possible. This 
motion was carried after a long debate 
in which the advantages to the sales- 
man and to the employer were dis- 
cussed pro and con, both from the 
points of view of the salaried as well 
as the commission salesman. The gen- 
eral consensus of opinion among the 
Boosters favored the commission basis 
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for the traveling man. It was also 
pointed out, by several of the speakers, 
that “in the long run, the advantages 
to the firm that paid on the commission 
basis would be broader because of the 
greater amount of initiative it de- 
manded of the salesman,” which, it was 
said, would be reflected in a larger 
volume of profitable sales. No action, 
however, is expected as the debate was 
purely to crystallize opinion. 

Seymour N. Sears read a letter from 
the secretary of the United Commercial 
Travelers Association endorsing the 
plan of the Boosters and assuring the 
co-operation of the executive committee 
of his association in advocating that 
traveling men speak at the retail asso- 
ciation conventions. Further work for 
giving this plan liberal publicity was 
urged by Mr. Sears. A communication 
was also read from John B. Foley, sec- 
retary of the New York State Retail 
Hardware Dealers’ Association, in 
which he stated that certain forms of 
insurance could be carried by members 
of the Boosters organization through 
the hardware group of insurance com- 
panies. 

The report that appeared in a recent 
issue of HARDWARE AGE about the an- 
nual meeting of the Manhattan and 
Bronx Hardware Dealers Association, 
at which Secretary Foley urged the 
local retailers to secure the co-opera- 
tion of the Boosters to increase the 
membership of the dealers’ association, 
was read, but no action was taken in 
the matter as the secretary of the mer- 
chants’ association had not communi- 
cated with the Boosters’ secretary, 
C. E. Clint. 

C. C. Dietrich, chairman of the en- 
tertainment committee, was tendered 
a vote of thanks by the Boosters for 
the successful way in which he and his 
associates conducted the Boosters’ an- 
nual smoker held recently at the Brook- 
lyn Masonic Temple. Mr. Dietrich re- 
ported that the total cost of the smoker 
was $883.38. 

Two new members were reported as 
having been admitted to the organiza- 
tion: G, R. Christie and Claude L. 
Seixas. C. K. Golden, Chief Booster, 
announced that the next meeting of the 
Boosters will be held at the Hardware 
Club the last Saturday in April. 


The Lawn, Lawn Trail 
(Continued from page 54) 
to sell, but that is the show that is 
giong to bring the crowd.” 

“You ought to be the advertising 
man for some big store,” I told 
Fred. 

Making the Hardware Store Big 


“Don’t make me mad,” he re- 
torted. “I’m advertising man now 
for the biggest hardware store in 
town, and believe me or not, I’m go- 
ing to make this store bigger yet 
before I get through. I’m not here 
to stop with just the old idea of 
hardware goods. I’m going after 
business on anything honest that I 


March 31, 1921 


can handle with profit—electrical 
goods, implements, automobile ac- 
cessories, phonographs, crockery, 
silverware, paints, toys—yes, going 
in big on toys. Oh, there’s a lot of 
things you’ll see coming in here as 
soon as I can get that other room 
adjoining this, to give me space.” 

Then he took me in and sold me 
some lawn fence just as he said he 
would, and if he can get clerks who 
can learn salesmanship from him | 
can see that he will have a store 
worth picturing in the hardware 
papers of the country in a short 
time. Fred’s the kind of a chap 
who would make good in any busi- 
ness because he keeps digging out 
rew ideas and putting them to use. 
He can’t stand still in business any 
more than he could on a pile of hot 
coals. 


Canadian Windows 
(Continued from page 61) 
tine mechanical tools.” 

In my home town there is a hard- 
ware store that is so extensively 
stocked that the proprietor hardly 
knows how to turn around. Yet 
somehow he seems to instinctively 
know where to lay his hands on every 
article, whereas a new salesman 
would be hopelessly confused. Hard- 
ware stores like this one inside cer- 
tainly do not encourage the custom 
of the man who prides himself on 
efficiency in his own line of business. 
It also sends the neat and orderly 
woman to the department store. 

The most effective hardware store 
interior noted on my recent Canadian 
tour from Montreal to Vancouver was 
that of W. G. Edge, Ltd., Ottawa, 
Ont., whose slogan is “Remember 
Edge Hardware,” visualized by 
means of an owl on a tree branch 
that appears in all of their advertis- 
ing, as well as being painted on the 
store front. Going inside Edge’s 
modern establishment is like enter- 
ing a cash-and-carry grocery store. 
The lower half of the shelving at the 
back of the counters is divided into 
sections about four feet long by two 
feet wide. The wood of the shelving 
is camouflaged by green cardboard. 
each section being given over to a 
certain kind of tools. Supposing a 
man wants a saw for a certain pur- 
pose. He looks over the different 
sizes displayed, from the smallest to 
the largest, and on making his choice 
gives the number indicated and the 
clerk promptly procures the saw in 
question from the stockroom. This 
instance applies to all kinds of hard- 
ware and permits of a minimum 
amount of stock being kept in the 
front part of the store, with the re- 
sult that order is always present. 
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Keeping the Hinge Counter Busy 


| Sposa Advertising in 1921 will 
continue to direct the thoughts of The 
Saturday Evening Post and The Literary 
Digest readers toward the importance of all 
hinges and the particular advantages of those 
stamped with the name McKinney. 


In addition, the McKinney message will go 
to readers of System—read by executives and 
business men who influence and authorize pur- 
chases. You will find the McKinney adver- 
tisement in every issue of this magazine, 
opposite the feature business editorial. 


Another extensive campaign is being con- 
ducted to interest Architects and Builders. 
Full page advertisements appear in each 
issue of the leading Architectural and Build- 
ing publications. The big hinge buyers are 
being impressed with the McKinney standard. 


For dealers there is a series of general 
hardware newspaper advertisements.. You 
are also urged to display McKinney colored 
counter cards and to use McKinney direct-by- 
mail literature. This advertising material 
will be forwarded upon request. 


Also manufacturers of garage 
and farm building door-hard- 
ware, furniture hardware and 
McKinney One-Man Trucks. 
These McKinney One-Man 
Trucks eliminate the need of 
extra helpers and cut trucking 
costs in half. | 


MCKINNEY 
Hinges and Butts 


McKinney MANUFACTURING Co., Pittsburgh. Western Office, State-Lake Bldg., Chicago. Export Representation. 
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Coaster Has Steel Bolsters and 
Steel Wheels 
A coaster cart with channel steel 
bolsters and steel disc wheels has been 
placed on the market by the Burnham 
Mfg. Co., Charles City, Iowa. The 
hubs are fitted with nickel plated auto 
hub caps. It is called the Kelley-Kar. 
The handle hound is reinforced by a 

















Kelley-Kar 


steel band firmly riveted to the steel 
bolster making it rigid and obviating 
any play or wear at this point. 

The wheels have double sets of ball 
bearings and are of steel plate, like 
the latest automobile wheels. The 
nickel plated hub cap presents a very 
smart and realistic appearance and 
offers protection to the clothing of the 
rider, as do the rounded edges of the 
white ash box. Built up rubber tires 
are furnished if desired. 

The Kelley-Kar presents a_ very 
handsome appearance, is exceptionally 
easy running and a child could hardly 
break it or even wear it out. 

The manufacturer has used wheels 
and hubs that resemble the modern 
motor cars equipment as a “car like 
Daddies” is sure to be popular with 
the kiddies who like to play like grown 
ups. 


Juvenile Coaster Is Simple in 
Design 
The Roller-Cycle, a juvenile coaster 


of simple design, is offered the trade by 
the Winner Toy and Specialty Co., 209 


TIE 


You'll find four more 
pages of new goods and 
Novelties in this issue. 
This is the time of the 
year to consider adding 
new lines. 








South State Street, Chicago. It is built 
on all steel ball bearing wheels that 
make rapid movement a simple matter 
for the child. 

The handle is swivel jointed to al- 
low easy operation and to make steer- 
ing possible. An attractive finish of 
red and gray is the standard color 
scheme and is said to have met with 
much approval on the part of dealers. 

Roller-Cycles are packed 5 or 12 to 
a carton and weigh from 20 to 40 
pounds. They are shipped already as- 
sembled so that the receiver has but 
to unpack and display the coasters. 


J. 

















Roller-Cycle 
Gas Lighters of Improved 
Design 
When the patented gas lighters came 


on the market some time ago as savers 
of time and of matches they found a 








Placed on the Market by Hardware Manufacturers 





real welcome awaiting. But it is said 
that some users complained that one ob- 
jection common with the use of matches 
was still to be reckoned with—that is, 
the burning of the fingers when light- 
ing a gas range. The fingers with a 
match or the old style lighter were but 
two or three inches from the jet and 

















Chastern Gas Lighters 


Upper—Copper Style. Lower—Nickeled Style 


with the gas turned on the first spurt 
of flame would burn the fingers, not 
badly, but sufficient to cause comment. 
The old style lighter, it will be remem- 
bered, was held between the thumb and 
the forefinger (like a tennis racket 
would be grasped) and the grip of the 
hand caused the flint tip on one side to 
grate across the steel file fitted to the 
other side. 

The new lighters illustrated here are 
the products of Chastern, Inc., 211 
Center Street, New York, and in their 
design the objectionable feature is said 
to be overcome, for these lighters are 
built and work like a pair of scissors. 
This keeps the operator’s fingers about 
eight inches from the flame. Every 
stroke is said to produce a hot spark 
that will cause illuminating gas to 
ignite instantly. It is equipped with a 
steel file and a renewable flint tip. 

The lighter is made in two grades. 
The plain lighter is made from heavy 
nickel plated wire and the finger grip 
model is made from substantial copper 
wire and is slightly higher in price. 
The general features of both models 
are practically the same. 


Reading matter continued on page go 
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Now is the time when casement 
windows are being specified for sun 
porches, breakfast porches, sleep- 
ing porches, apartment fronts and 
all other types of buildings. 

R-W AiR-Way Hardware for 
multiple casement windows affords 
you the one opportunity to offer 
the best in convenience, strength 
and satisfaction. 


CLEVELANI 





A hanger for every door that slides. 





Urs. AURORA. ILLINOIS,U.S.A. ph 


INDON.O 


AiR-Way hardware meets the re- 
quirements of casement window 
construction with many features 
which are not only exclusive but 
necessary to full satisfaction. 


Are you ready to supply AiR-Way 
hardware? If not, get ready now 
—send for catalogue UC4. 


V NEAR 
AN FHANC! 


Actors P Q A\CHARDS. 
IGBV Multifold NY 
ae Window Hardware Tin 
Cc 
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Improved Ford Car Timer 


An improved timer for Ford cars, 
the “Schofield,” has been placed on the 
market. 

A distinguishing feature of this 
timer is the fact that all electrical 
connections are inside, no terminals 
being exposed, thus eliminating any 
danger of short circuit by reason of 
accumulated oil and dirt, and remov- 
ing the possibility of terminal connec- 
tions working loose from vibration. 

Terminal binding posts are of rigid 
and substantial construction and are 
provided with springs which keep the 
terminal in close contact with the 














Ford Cars 


Schofield Timer for 
rotating member—in fact this timer 
provides for a quarter inch of end play 
in the cam shaft and an eighth inch of 
side play. 

The rotating member carries an 
oversize contact point which is set ir.*9 
a fibre disc, and by this construction 
the effect of centrifugal force is en- 
tirely avoided with wear reduced to 
the minimum, as the contact area 
passes across the heads of the posts 
with only sufficient pressure to insure 
a perfect electrical connection. 

The presence of oil in the timer in 
no way affects its operation, although 
provision is made for draining off ex- 
cess oil that may accumulate. 

The rotating member, in fact every 


The Big Automobile 
Accessory Number of 
HARDWARE AGE will be 
issued April 21. It will 
contain more _ ideas 
than ever before and so 
presented that the issue 
will long be remem- 
bered. 





detail of construction, conforms to the 
standard employed in high grade mag- 
netos, 

This timer can be easily and quickly 
installed. No special fittings are re- 
quired, and as wiring is furnished al- 
ready connected, it is only necessary 
to bolt the rotator to cam shaft and 
attach the timer shell in the usual way. 

This timer is made by the Schofield 
Manufacturing Company, 1917 East 
Gist Street, Cleveland, Ohio. 


Cigar Lighter Without Cable 


The Shur-Lite cigar lighter is of: 
fered the trade by the Interstate Sale’ 


Co., Rochester, N. Y. It is a lightey 
that does not require a cable. 

It may be fitted on the dash or at any 
other convenient point and grounded 
and connected with the car’s battery or 
ignition system. To bring out the red 
hot heat on the lighting element the 
lighter is pushed in and turned to the 
right—then removed and passed around 
the car to all who wish to “light up.” 














Shur-Lite Cigar Lighter 

The heat is retained for several mo- 
ments after the heater is removed. 
When all have started in a comfortable 


smoke the lighter may be returned to 
the socket for use when desired. When 
not pressed in and turned to the right 
there is no electrical contact and no 
current loss. The amount of current 
required to give the element heat is not 
sufficient to even be considered, as the 
lighter heats up instantly. 

It is a simple matter to install the 
Shur-Lite cigar lighter. It may be put 
en by any motorist. 


Battery Cell Tester 


‘he Mac storage cell tester is < prod- 
uct of the Metric Appliance Curp., 


Mac Storage Battery Cell Tester 


Willow Avenue and 133d Street, New 
York. Its use enables the motorist or 
repairman to determine the amperage 
strength of each cell in the battery. 

The contact points of the tester are 
pressed firmly into the lead terminals 
across each cell and held there only 
long enough to take a reading. After 
a reading the contact points get very 
hot and must not be touched for a few 
moments. 

By keeping posted on the amperage 
strength of each cell the car owner can 
tell the condition of his battery and is 
thus able to prevent a heavy repair bill 
by having any simple trouble fixed at 
the time of the reading, 


Reading matter continued on page 92 
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Trex Tire Tool 


Works like a jack. The 
most stubborn, rusty 
rim quickly yields to its 
Powerful grasp and en- 
ables you to change 
tires in five minutes. 

ousands in use the 
country over stand as 
testimony to its worth 
and efficiency. Carried 
by big jobbers every- 
where 


HARDWARE AGE 








REG. U.S. PAT OFF 


Twinlock 
ificeme@slancis 


UNDERWRITER’S 
LABORATORIES 
INSPECTED 








The Only Double Tire Carrier That 
Reduces Theft Insurance Premium 


According to recent estimates the purloining of 
spare tires comprises 85% of all automobile theft. 

The Trex Twinlock absolutely protects spare tires 
against theft—its resistance to all attacks has been 
proven by the Underwriters’ Laboratory. On any 
car equipped with the Trex Twinlock Tire Carrier 
the insurance companies grant a reduction in the fire 
and theft insurance premium. The Trex Twinlock is 
the only tire carrier to secure this reduction. 

In addition to its theft-proof qualities, the Twin- 
lock enables the motorist to carry two spare tires 
without the use of chains, straps, ropes, padlocks, or 
other make-shift devices. Tires are held rigidly and 
are instantly accessible by mérely the turn of a key. 

The Trex Twinlock can be attached to any car with 
a circular single carrier in a few moments without 
tools or previous knowledge. 

Well made, handsome in appearance—and guar- 
anteed as are all Trex products. 


The Trexler Company 
1418 Walnut Street 
Philadelphia 
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ARBUCKLE, CAL.—Partain and Tol- 
son have added a stock of the follow- 
ing to their line of plumbers’ supplies, 
on which they request catalogs: auto- 
mobile accessories, barn equipment, 
bathroom fixtures, belting and packing, 
bicycles, builders’ hardware, building 
paper, churns, cream separators, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, electrical household 
specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, hammocks and tents, heat- 
ing stoves, heavy hardware, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, tin shop, toys and 
games, vulcanizing department, wash- 
ing machines and wheel toys. 


MARBLE FALLS, ILL.—M. H. Reed & 
Co. have succeeded to the business of 
John Faubion. 


BRINGHURST, IND.—Jewell E. Ten- 
sley, who has bought a stock of hard- 
ware and implements here, requests 
catalogs on implements. 


AmBOoY, IND.—Jeffery & Morgan, 
doing both a wholesale and retail busi- 
ness, request catalogs on a general line 
of hardware and implements. 


GARY, IND.—The Peoples Hardware 
Co. has increased its capital stock from 
$100,000 to $250,000. The firm’s busi- 
ness is both wholesale and retail. 


BRADFORD, IowA.—Jones Bros. hard- 
ware stock has been destroyed by fire. 

DUBUQUE, IowA.—The wholesale and 
retail business of the M. Jaeger 
Hardware Co., 768 Main Street, has 
been increased by the addition of a 
line of home and kitchen housefurnish- 
ings, stoves and ranges, on which 
catalogs are requested, and the firm’s 
capital stock has been increased to 
$100,000. 


DUMONT, Iowa.—J. Pfaltzgraff & 
Sons have succeeded Pfaltzgraff Bros. 
The new owners request catalogs on 
a general line of hardware, plumbing, 
heating and electrical supplies. 

KiLpuFF, Iowa.—D. S. Fleck & Son 
have recently suffered a fire loss. 


McCRACKEN, KAN.—Benlons Hard- 
ware has succeeded to the business of 
J. A. Warden. 

PoMPE!II, MicH.—N. B. Fraker now 
owns the stock of Howard C. Fraker. 

SAULT STE. MARIE, . MicH.—The 
Bruhn Hardware requests catalogs on 
the following lines: Automobile acces- 
sories, barn equipment, belting and 
ae bicycles, builders’ hardware, 

uilding paper, churns, crockery and 

glassware, cutlery, dairy supplies, 
dynamite, electrical household special- 
ties, flashlights, fishing tackle, garage 
hardware, guns and ammunition, 
hammocks and tents, home barbers’ 
supplies, kitchen housefurnishings, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roof- 
ing, shelf hardware, silverware, sport- 
ing goods and washing machines. 

IsLE, MINN.—The Quality Hard- 
ware, successor to Henry J. Schmidt, 
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requests catalogs on furnaces and in- 
cubators. 


WILLMAR, MINN.—Bergan Bros. 
have commenced business here, deal- 
ing in barn equipment, bicycles, build- 
ing paper, cutlery, electrical household 
specialties, flashlights, fishing tackle, 
furnaces, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, re- 
frigerators, sewing machines, shelf 
hardware, silverware, stoves and 
ranges, tin shop and vulcanizing de- 
partment. 


LUCEDALE, Miss.—J. L. Duke has 
erected a new building, and requests 
catalogs on a general line of hardware. 


Mexico, Mo.—J. O. Hall and M. F. 
Horton have purchased the stock and 
fixtures of the Mexico Hardware & 
Furniture Co., and will continue the 
business without any change in the 
firm name. 


BLOOMINGTON, NEB.—Geo. W. Green 
has purchased the stock of A. C. In- 
gram, and requests catalogs on a line 
of stoves and ranges. 

FRIEND, NeEs.—Arthur Gibson has 
sold his interest in the Mika & Gibson 
hardware store to his partner, Victor 
Mika, Jr. He will continue the busi- 
ness under the name of Mika’s Hard- 
ware. 

LEXINGTON, NEB.—C. G. Bergquist 
is the new owner of the hardware busi- 
ness of George Aubel. 


McCook, Nes.—Edward G. Polk has 
—— of his stock to M. O. McClure 
on. 


PIERRE, Nes.—H. C. Buckerdahl has 
been succeeded in business by Bucken- 
dahl Bros. 

CUYAHOGA FALLS, OHI0.—The Hard- 
ware & Builders Supply Co. has 
changed its name to the Mason Hard- 
ware Co. There is no change in man- 
agement, control or location. 

DUNCAN, OKLA.—The McCasland 
Hardware Co., which has moved to a 
new location, requests catalogs on the 
following lines: Automobile acces- 
sories, automobile tires, buiJders’ hard- 
ware, electrical household specialties, 
electrical supplies and equipment, lino- 
leum and oil cloth and shelf hardware. 

HoBART, OKLA.—The Lucas Hard- 
ware Co., Inc., has increased its capital 
stock from $20,000 to $25,000, and re- 
quests catalogs on special lines of 
hardware. 

PADEN, OKLA.—The Thompson Hard- 
ware Co. stock has been damaged by 
fire. 

PAWHUSKA, OKLA.—The Casmor 
Hardware Co. has been incorporated 
by D. T. Caspary, president; F. G. 
Hetsel, vice-president and R. J. Mor- 
row, secretary and-treasurer. The 
capital stock is $100,000. 

WAYNESBURG, PA—Jacob R. Johns, 
Jr., has purchased the interest of John 
J. Huffman in the Waynesburg Hard- 
ware Co. The firm requests catalogs on 
automobile accessories, automobile 
tires, barn equipment, bicycles, build- 
ers’ hardware, building paper, churns, 
cream separators, cutlery, dairy sup- 
plies, farm implements, flashlights, 
fishing tackle, garage hardware, gaso- 
line engines, guns and ammunition, 
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heating stoves, heavy hardware, kitch- 
en housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, shelf hardware, silver- 
ware, sporting goods, stoves and 
ranges, washing machines and wheel 
toys. 

ELKTON, S. D—O. T. Grattan has 
disposed of his hardware business to 
his son, R. J. Grattan. The business 
has been established for the past forty 
years. 

Marcus, S. D.—A. N. Hoffman is 
successor to Roy Dean. 

Buurr City, KAN.—Parsell & Co. 
now own the stock of C. R. Clift, and 
requests catalogs on a general line of 
hardware, implements, harness and 
automobile accessories. 

CuERO, TEx.—The interest of F. 
Hutchings in the firm of Hutchings & 
Bates has been taken over by Mr. 
Bates, who will continue the business 
under the name of the Bates Hardware 
Co. 

DALHART, TEX.—The Fox Hardware 
Co. has succeeded to the business of 
the Fox White Hardware Co. 

MERCEDES, TEXx.—The Rio Grande 
Hardware & Machinery Co., doing both 
a wholesale and retail business, has 
increased its capital stock from $50,000 
to $125,000. 

KENNEWICK, WASH.—The Matte- 
check Hardware Co. stock has been 
sold to the Washington Hardware & 
Furniture Co. 

WAITSBURG, WASH.—The John Smith 
Hardware Co. has sold its business to 
Hayes & Shuford. 

MepForD, Wis.—Wesle Bros. have 
sold their implement stock to the Beint- 
ker & Hug Implement Co. Catalogs 
requested on a line of furnaces. 


Murpo, S. D—J. R. Francis has 
opened a store here, dealing in the fol- 
lowing: Automobile accessories, auto- 
mobile tires, barn equipment, builders’ 
hardware, churns, cream separators, 
cutlery, electrical household specialties, 
flashlights, furnaces, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, harness, heating stoves, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, ‘shelf 
hardware, sporting goods, stoves and 
ranges and washing machines. Cata- 
logs requested. 

HEARNE, TeEx.—The Allen Hardware 
Co. has been incorporated with a capl- 
tal stock of $30,000 to deal in barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, churns, crockery and glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, gasoline engines, guns and am- 
munition, hammocks and tents, har- 
ness, heating stoves, heavy hardware, 
home ‘barbers’ supplies, kitchen cabi- 
nets, kitchen housefurnishings, linoleum 
and oil cloth, lubricating oils, mechan- 
ics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry 
supplies, pumps, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves, ranges and tin 
shop. The incorporators are R. C. Al- 
len, W. W. Woodson and A. D. Sanford. 
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fe Line that Makes 
Loyal Customers 


VERY housewife has a market value. Her trade is worth get- 

ting. Her loyalty is worth keeping. It cannot be bought. It 
must be earned—and deserved. The pleasurable and _ profitable 
thing about selling Universal Home Needs is that they never lose caste 
with trade. There is always the satisfying certainty that one sale will 
lead to many. 


HE dealer who features “Universal” prod- 
ucts isn’t flirting with chance, but building 
surely and soundly for constancy of customers. a 


+ 
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Bread Makers 
Food Choppers 
Cutlery, ete. A 


HOW the housewife how you can save her something 

and you can sell her anything. The Universal 
Bread Maker saves time and labor in making better 
bread. The Universal Food Chopper is also a waste 
stopper. Cuts out waste of bits of food by chopping 
it for tasty dishes. She wants sharp Kitchen Knives— 
the sharper the better, which means “Universal.” They 
save time in cutting—spend no time at the knife 
grinder’s. 


Sa 





“Universal” products have thousands of homes to go to. 
Now is the time to start them on their way. 


LANDERS, FRARY & CLARK 


New Britain, Ct. 
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With more than 
350 specialized 
items Osborn 
answers every 
industrial brush 
need. ° 








NEW YORK DETROIT 
CHICAGO SAN FRANCISCO 


HARDWARE AGE 


T’S an A-B-C of shrewd 

merchandising not to 
fritter away time, energy 
and floor-space on second- 
raters when there is an un- 
deniable head-and-should- 
ers leader in the field. 


Osborn is the one line of 
brushes and brooms which 
is vigorously advertised to 
your trade, includes a spec- 
ialized item to meet each 
request, and is backed by 
an actual technical engi- 
neering laboratory toinsure 
top-quality.’ 


THE OSBORN MANUFACTURING COMPANY 


INCORPORATED 


CLEVELAND 


MILWAUKEE 
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Notice to the 
Automobile Accessories Trade 
Regarding the WEED Patent 


-_" prevent misapprehension the American Chain Company, Inc., an- 
nounces that it is the owner of Weed Patent 768495 of August 23, 
1904, which is still in force, covering reversible tire chains made with flex- 
ible chain side members and flexible chain cross members and having end 
connecting members with a plurality of hooks. The tire chains manufac- 
tured by the American Chain Company are made under this patent, in- 
fringements of which will be prosecuted by the American Chain Company. 


For years the American Chain Company has marketed its “Weed” tire 
chains under a distinctive dress or style of finish, namely, with gray side 
chains and cross chains having a yellowish tone, due to a plating of either 
brass or copper. 


In a suit recently brought in the United States District Court for the Dis- 
trict of Delaware, a final decree was obtained February 25, 1921, sustain- 
ing the Weed patent, enjoining the defendant from making flexible 
reversible tire chains having a double end hook like that used on the Weed 
tire chains, and further holding the use by the defendant of gray finish 
side chains and copper plated cross chains to be an unfair imitation of 
the American Chain Company’s Weed tire chains and enjoining the fur- 
ther manufacture or sale of tire chains finished in such style or dress. 


American Chain Company, Inc. 


BRIDGEPORT, CONNECTICUT 


General Sales Offices: Grand Central Terminal, New York 
District Sales Offices: Chicago Pittsburgh Boston Philadelphia Portland, Ore. San Francisco 
Manufacturers of Weed Tire Chains, Weed Chain-Jacks, ‘‘Twinbar” Spring 
Bumpers, American Towing Chains, American Tire Lock Chains, American 


Muffler Cut-Out Chains, ‘Acco’ Auto Sling Chains, Dobbins Blow-Out 
Chains, Campbell Self-Spreading Cotter Pins. 


LARGEST MANUFACTURERS OF CHAIN IN THE WORLD 
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The Expert on Fords 
Gives a Tip to Ford 
Owners: 


**Y’know, a Ford will run 
along without ‘most any- 
thing—except a timer. 
When that little cuss quits, 
it's get another one—or 
walk. 


“That's why I always look 
at the timer when ‘Henry’ 
don’t pull or when the 
driver says ‘ignition’s bum.’ 


“I've cured a lot of Fords 
and saved repair bills for 
a lot of Ford owners by 
putting on a Milwaukee 
Timer. 


“Why a Milwaukee? Be- 
cause it’s built right—sim- 
ple and sensible. Nothing 
fancy about it—no frills, 
but it sure gets the most 
out of a Ford engine. 
Gives quick starts, smooth- 
er acceleration, a lot more 
power and darn little car- 
bon. Take my advice and 
try a Milwaukee—and be 
sure it’s the genuine, with 


the name on the shell.” | 


\ 


Milwaukee Auto Engine 








TIsn’t This the Kind of 
Timer You Want to Sell? 


Faris for granted you're a hardware man and that 


there are some Ford cars in your town—what kind 
of replacement timer are you selling to Ford owners? 


If you're wise to what experienced Ford owners and garage 
mechanics know about timers, you're carrying the Milwaukee 
Timer—and you're selling about nine Milwaukees to every 


one of any other make. 


The Milwaukee Timer is recognized as the standard wherever 
the Universal Car is driven. It is a perfection of the simple, 
rugged design (only two moving parts) that millions of Ford 
owners prefer. Over 3,000,000 Fords use this type of timer. 


The Milwaukee is guaranteed to outwear any other timer made. 


Hardware dealers everywhere sell more Milwaukee Timers 
than any other make. You'll find your trade knows this timer 
—many of your customers will ask for it by name. And it 


pays a liberal profit to the dealer, too. 


Over 80% of all Auto Supply 
Jobbers sell and recommend the 
Milwaukee Timer. It retails at 
$2.10 (west of Rocky, Mts., 
$2.25). If you're not stocked 
for Spring, ask your jobber. 


& Supply Co. 


Milwaukee, Wisconsin 
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More Miles 














@nverse Tires 
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| Less Skid 











A New Era in Tire History 


The Solid Tire 

. The Fabric Pneumatic 
. The 2-Ply Cord 

. The Multi-ply Cord 
The Converse Cord 


with “Compression Tread.” 


VpPwWDd se 


What is this “Compression Tread”? It’s a new tire 
construction idea based on an old principle : 


When rubber is stretched, it cuts easily, 
tears easily, wears off quickly. When 
rubber is compressed, it is hard to cut 


or tear and resists wear vigorously, 


Converse construction utilizes the car-weight and 
inflation pressure to compress the tread from the sides 
towards the tread center—when in action. 


The result! Converse tread as it touches the road 
is always so compressed that its concentrated elasticity 
makes it practically impervious to cuts, punctures and 
wear. 


This is exactly opposite to the tread action of the 
ordinary tire, which stretches outward from the center. 
And you know what happens to stretched rubber. 


The “Compression Tread”—developed by trained 


engineering brains—accounts for the amazing mileage 


of Converse Cords. 


You should know more about Converse Tires: You 
will be interested in our “dealer-first” sales policy. You 
may get a new light on your business from our booklet, 


“Dividends for Dealers.” Send for it today! 


CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 


Service Branches: 


New Yerk—300 Amsterdam Avenue 


Chicago—618-626 W. Jackson Boulevard 


Boston—801 Boylston Street 
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ACOgL MOTOR CAUSES | \J A SUDDEN RISE 
GASOLENE WASTE NOICATES TROUBLE 
USE RADIATOR COVER SIOPAND INYESTICATE 











RUCK owners are not primarily interested in good 

appearance. To many motorists, the Boyce Moto- 
Meter is equally valuable as an aristocratic refinement or 
as a safeguard, but truck and tractor owners demand the 
Boyce Moto-Meter because it 
is the only possible insurance 
against premature wear and the 
costly damages of overheating, KA 





yr 


THE MOTO-METER COMPANY, Inc. 
Long Island City, New York 
THE MOTO-METER CO. OF CANADA, Limited 


Hamilton, Ontario 


BOYCE 
OTO METER 








“The most necessary instrument on the car” 
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Every Twelfth Person Owns an Auto 
Attract This Trade With a Wayne Pump 


Motor vehicle registrations at the close of 1920 totaled 9,295,252 
—a 22.2 per cent increase over 1919—an auto for every 11.8 
persons in the United States! 


These cars will use this year 2,832,703,088 gallons of gasoline— 
and 110,613,498 gallons of oil. 


You can get your share of this gasoline and oil business—and get 
the accessory and hardware business from the motorists in your 
locality—by installing Wayne Oil and Gasoline Equipment. 


° 
‘ 

‘ 

‘ 
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Wayne’s inherent honesty registered by the Wayne Dial—its 
quicker, cleaner service free from fire dangers and costly operat- 
ing expense—Wayne’s national advertising—all of these are 
attracting motorists to the dealer who protects himself and his 
customers with Wayne Equipment. 


Descriptive bulletins Nos. 276 HA, 320 HA and 227 HA con- 
tain the information you want. When writing ask for them. 


WAYNE OIL TANK & PUMP COMPANY 


712 Canal Street Ft. Wayne, Ind. 








a mie da aoe 


A national organization with sales offices in thirty-four 
cities, Repair stocks and service at your command, 





Gasoline and Oil Heavy Metal Oil Filtration POsiBsitissttet-4 Furnaces for Metal none 
Storage Systems Storage Tanks Systems Systems Forging and Heat Treating 


No. 320 
For Oi! at Curb 
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All Your Prospects Under One Cover 


Hardware Age Directory contains just the information you need to solve your mailing problems. 


With this Directory at hand you have under one cover, and conveniently arranged, all your 
prospects in the hardware field. The several lists are indicated above. 


In the case of the Retailer, it shows the population of the town and an approximation of «ach 
dealer’s annual sales. 

In the case of the Wholesaler, it shows capitalization, territory covered, number of traveling 
men, and lines carried. 

These lists have been prepared with the utmost care, are complete, accurate, and give to the 
hardware man the entire field covering his product. 


You want your letters to get the proper start. This is just what Hardware Age Directocy— 
1920-21 Edition will insure. Price ten dollars, postpaid. 


SEND FOR YOURS NOW. 


mi 
oP cue remit Reames pci tee a ee 
bea 


PLS Ni, sa Sima ies ines eae PN eli teas 








March 31, 1921 HARDWARE AGE 


7 
Always in demand—Because greatly needed 


A pair of good pliers—one of the most useful tools around an automobile—a 
necessity on the farm—and a tool which should be in every home. 


Meet this demand with Cronk’s Joint Slip Pliers. These pliers are forged from 
the finest quality steel and are sold with a Cronk guarantee which means customer 
satisfaction. 


Packed in neat individual three color boxes, they make an attention compelling 
display. 


Send us your requirements, we are prepared to make immediate delivery. 


The Cronk & Carrier Mfg. Co. 
N. Y. 








“I Have Confidence In 


These Goods and 


find it a pleasure to sell them.”’ 


That's what counts, Mr. Dealer. The man 
who sells the most abrasives is the man who 
carries the best line—and knows it. 


Talk Baeder Adamson quality 
without reserve—it is the best— 
we'll back you up. 


And recommend it to your trade; 
it is worthy of your greatest 
efforts. 


Place your entire faith i< 

and confidence in this well- eee ae S\ 

known line and a 
1 =~ 


the results will — 
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PERFECTION IN 
ADJUSTABLE WRENCHES 


WAKEFIELD 


ALL-STEEL 
ADJUSTABLE WRENCHES 

















TRADE Mann 


WAKEFIELD 
IZARD BENC HES 


REG. U.S PAT. OFF 
















EVERYTHING the ex- 
pert mechanic expects in 
a wrench. 


MORE than the layman 
ever hoped to buy for the 
money. 












For over 30 years we have made adjust- 
able wrenches that ‘‘make good."’ Because 
they do, YOU can afford to stock, recom- 
mend and sell the WAKEFIELD line. 


Write for prices, catalog, etc., today. 


Clarence E. Wakefield 


Worcester, Mass. 









A few of the many—the sale of which must 


increase your sales 





PAL PENDING IN US.A AND FOREIGN COUNTRIES 


No.5 







5% in. when opened. 41, in. closed. 
1 9/16” jaw opening. Weighs 6 ounces. 


No.19 


PATENTS PENDING IN U. &S. A. AND FOREIGN 
COUNTRIES 







9 inches long 


No.3 


PATENTS PENDING IN U.S A. AND FOREIGN 
COUNTRIES 





6 inches long 



















































The Reason 
You Can 


Depend on Packard Cable 


Every inch of rubber insulation is given a dielectric 
test, after which either one or two-ply braiding is 
applied and, as @ last assurance, the cable is impregnated 
with Packard’s special water, oil and heat-proof flexible 
enamel—or armored, as the order demands. 

The result is the height of cable dependability for 
lighting, starting and ignition under most strenuous and 
abusive conditions 


Packard cable is the recognized standard of the world. 
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Seachesstab 


District Offices: i siiacliaadea 
Detroit, 752 David Whitney Bldg.; Buffalo, El Lico' 
Square; New York, Printing Crafts Bldg., 461 Eighth 
Ave.; Chicago, 1207 Fisher Bldg. 


Representatives: one 

c Yity: ley-Drake Co., Rialto Bldg. ver: 
i Pend cn Ghiorado National Bank Bldg. Atlanta: 
Colley Minnich Co., Chamber of Commerce Bldg. Seattle: 
Balley-Drake ©o., L. C. Smith Bldg. San Francisco: 
Bailey-Drake Co., 149 New Montgomery St. 
Fort Dodge, Ia.: J. K. Alline, Kirchner 
Apartments. Dallas: Bailey-Drake Co., Great 
Southern Life Bldg. Minneapolis: Bailey- 
Drake Co., Plymouth Bldg. 
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In A Buyers’ Market 


In a buyers’ market quality and price are the two important 


factors to be considered. People avoid high prices—they shun 
skimped quality. 





The dealer who offers high quality merchandise—at a reasonable 
price—is the one who gets the business. 
This is exactly what the Ohlen-Bishop line enables you to do. 
And at the same time it permits you to take a liberal margin of 
profit on each sale. 
Get familiar with our complete line. It contains in addition to 
Bishop’s Famous Greyhound Hand Saw, and a complete line of 
“Saws for Every Purpose,” Trowels, Scrapers, Corn, Cane, 
Hedge Knives—and many other well-known tools. 

For full information and prices address our Department of 
Sales, Columbus, Ohio. 


Bishop Hand Saw Division of 


The Ohlen-Bishop Company 


PLANTS 
Columbus, Ohio Lawrenceburg, Ind. 


New York Portland, Ore. 


Atlanta Cleveland San Francisco 
Chicago St. Louis Boston 








Don’t guess at the right quantity 
of flux. Use solder that has the 
flux in it. Every job a perfect job 
because it is properly fluxed. 


Send for FREE Sample 
Try it Yourself 


Wire Solder 


Knocks one-third the work off every soldering job. 
Here’s how it does it. You used to apply the flux, 
then the solder, and the iron. With the Kester method 
you apply the solder and flux at one time. 


Get a sample of this ingenious solder today and try it on your work. 2 
how the flux flows out of the wire of solder onto the job without your Chicago Solder Co.. 





See Request for FREE Sample 


having to bother with sticks, swabs, brushes or pots of acid. 4205 Wrightwood Ave., 
Chicago, U. S. A 


Chi Gentlemen: Please send me a free sample of 
Ca 0 ef 0. Kester Acid Core Wire Solder. 
Name . . 
CHICAGO -U-S-A: oan 
Direct Factory Representatives: : 


Louis J. Ziesel Co., 216 Market St., San Francisco, Cal 


City . p 
The Faucette-Huston Co., Chattanooga, Tenn My Supply House Is 
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DRILL HOLDER & GAUGES 








Prevent Confusion. Have order in your shop by using a Drill Holder and 
Gauge. Each Drill has its own hole plainly marked with its size. It’s a 
time saver—and hence a money saver, 


_]HE STANDARD Ip OL La 


CLEVELAND 


New York Store: 94 Reade St. 
Chicago Store: 552 W. Washington Blvd. 


Boston Store: 1101 Scollay Bldg. 
Philadelphia Store: 401 Liberty Bldg. 

























































































They Stop to Look—and Stay to Buy 


So complete, attractive and intensely practical 
and serviceable are Elgin ovens that housewives, 
whether from city or country, want them and 
buy them. Superior system of heat circulation 
makes perfect baking. Light, handy, save gas and 
prevent heating up the house. Doors finished in 
nickel and porcelain. Elgin oven trade always 
extends to other departments. Big profits for you. 


¢ are supplied in sizes to 

Ovens please your particular 

trade. Carry at least 

enough to supply immediate demands. We ship 

all orders promptly. Thus we keep your stock 

new and save you tying up capital. Let us help 

you create new sales and a permanent trade. 

Write for full particulars. Order direct if your 
jobber cannot supply you. 


NOTE—Elgin Ovens Nos. 36, 40 and 14 (Lady Elgin) are great sellers. No. 40 
is the Thermo type which prevents accidental burning or scorching of food. 


ELGIN STOVE & OVEN COMPANY itinas 


One of the world’s largest manufacturers of ovens 


BEH.& CO., 106 Franklin St., New York City, N. Y. 
Distributing Warehouses—New York, Philadelphia, Boston, Pittsburgh, Rochester 
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Start a Chain of Sales 


That’s what it means to sell a solid bronze Segal Burglarproof 
Lock. Customers appreciate the absolute protection it affords 
them. One sale leads quickly to another because they gladly 
recommend it to their friends. 

With burglaries prevalent in every community there’s an abun- 
dance of good business to be had by every hardware dealer who 
goes after it. 

Advise your customers to buy this necessary protection. Besides 
the immediate profit, you'll gain much in the good-will each sale 
creates. Order through your jobber, or write direct if he can’t 
supply you. 


bsolutely Jimmy Proof 


Here’s Some Evidence 





This is an actual photograph. It 
was taken after an unsuccessful at- 
tempt to break into 99 Madison 
Ave., New York City, on December 
16, 1918. 


Although viciously attacked and 
battered with an axe and other 





heavy tools, you will note that this 
Segal Burglarproof Lock is still 
holding. 


SEGAL LOCK and HARDWARE CO. 


Manufacturers of the Segal Rectifying Key Cutter 
155-161 Leonard St., NEW YORK, N. Y. 




















ae A Prosperous Spring 


Sales on quality merchandise will be 
brisk this Spring. Buyers will insist 
upon the best grade of material, con- 
sistent with price, that the market af- 
fords. 








Those buyers who know will, of course, 
insist upon 


“Derfeer” 


Mark 





Trade 


Screen Wire Cloth. Those to whom 
this brand is new will become ready pur- 
chasers after a careful examination has 
convinced them of The “Perfect” 
superiority. 


x NTED SCREE . 
“IRE CLOT 
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Examine The “Perfect” Screen Wire 
Cloth at your Jobber’s and be con- 
vinced. 






Do it now. 


Ludlow-Saylor Wire Co. 
St. Louis, Mo. 
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TRIMO 


THE WORD THAT STANDS 


FOR 


Superior 


Monkey Wrenches 


FOR 
SHOP, HOME and FARM 


Trimo Wrenches for sale 
everywhere; with Steel Frames 


that will not break; Nut Guards 
that prevent accidental turning 
of the nut in close quarters. 


TRIMONT MFG. CO. 


ROXBURY MASS. 














Patented Pressed Steel 
Wing Nuts 


By means of specially designed tools 
we are able to make these Wing Nuts 
with remarkable uniformity. 


Uniformity is an essential feature 
when Wing Nuts are used on finished 
products or finely adjusted parts. 


This Nut is particularly adapted to 
finely adjusted parts because of its 
smooth base which is square with the 
hole. This affords the advantages of 
washer facing. The hole is uniform in 
diameter and permits a full thread the 
entire length. 


Prices and samples from stock on re- 
quest. 


give Satisfaction” 


REED & PRINCE MFG. CO. 


WORCESTER, MASS., U. S. A. 


Western Office 
Located at 
CHICAGO, ILL. 
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